THIS IS A 
BARRAGE BALLOON 


Uncle Sam needs hundreds — yes, thousands of 
them, to guard vital war centers. 

We are making them as fast as we can. We also 
are manufacturing life-saving rafts, pontons, life- 
saving suits and hundreds of other items required 
by America at war. 

The rubber which formerly went into Gaytees, 
Keds, Kedettes, Kedsman and U.S. Royal Tempered 
Rubber Footwear is now going into the implements 
of war. 


So when one of your customers, thoughtful of her 
family’s health and well-being, wishes to purchase 
more than her normal requirements of waterproof 
footwear, take a few minutes to explain that Uncle 
Sam needs all the available rubber and that he has 
found it possible to provide only for each indivi- 
dual’s essential requirements of waterproof foot- 
wear. Your customer will understand and will 
respect you for your Americanism. 
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A“hand-stitched” pump. 
Made over famous 
Red Cross Limit Last 
by 
The United Shoe Corp. 
Cincinnati, Ohio 
Hubschman’s Tandrite 


PHILADELPHIA, PA. 
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THE BRAND 


OF QUALITY 
A CAPITAL ASSET 


FOR THE 
SHOE MERCHANT 


IN STOCK 
$8753. . .Turftan Antiqued Calf Loop 
Tie 
12% t03...A toD 
3 to 5...A to D Big Misses 
5'4 to 9...AAA to C 
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HE SHOE we illustrate combines both quality and excellent pattern detail. These two selling 
points at the fitting stool have a strong appeal for the mother of the Young Miss. And the 


Young Miss herself just loves the style detail! 


Leading stores and shoe departments are finding a stronger demand for quality shoes. Kali-sten-iks 
Shoes are more in demand today than ever; a strong endorsement of our policy of selecting quality 
materials and combining them with good styling, then stamping them with our Brand Name, confi- 
dent that each shoe we make will worthily uphold the merchant's reputation. 


THE GILBERT SHOE CO. #@ THIENSVILLE, WISCONSIN 
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3, 1879. Subscription price $3.60 per year. Printed in U. 8S. A. (Canadian rate $3.00 plus $6.5¢ for Canadian War Exchange tax—-making total of $3.58.) 
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Pruor BOOTS for Army and Navy aviators . . . life- 
saving “overboard” suits for the Navy and Merchant Marine .. . 
spray-suits for the men who man our battleships . . . hip boots 
and leather tops and arctics for the feet of our marching men 
everywhere. That’s our contribution to the biggest job America 
has ever faced . . . and 1200 loyal Converse workers are doing 
that job with the same insistence on quality that has made Big ‘C’ 
Line Waterproof Footwear famous for over a third of a century. 


When Victory comes, America’s better footwear retailers will 


again be able to feature the waterproof footwear that bears the 


Big ‘C’ Line trademark. 


LEATHER 
TOPS 





CONVERSE RUBBER COMPANY, MALDEN, MASSACHUSETTS 


CHICAGO ST. PAUL NEW YORK 
.. .212 W. Monroe Street 242 E. Fifth Street 200 Church Street 





FUNCTIONAL FOOTWEAR 
IS MADE OVER 


the “Swing Shift” 


Here is a last of modern proportions — made to 


serve as a basis for trim, comfortable footwear The 
° “SWING SHIFT” 
ideal for work or play. i Peper 





Over this new last model a platform shoe of 
classic simplicity has been created. Shoes 
Sao etiee eames eames made on this United “Fit Foremost” last will 


models by the United Lost be practical in their adaptation to all 
Company on display, in a Rips itera 

room 1004, Belmont Plaza, war time activities — an invitation:to the 
during the Allied Products “ ° 4 

Show, September 16 - 17 - 18. wearer to go “as is” from the work 
When in New York visit the , , 

STYLE STUDIO, Room 503, bench to the swing shift dance. 
Marbridge Building. 


U N | T E D L A S T Cc '@) M Pp A N Y FITZ BROS. CO., Auburn, Maine EMPIRE LAST WORKS, Rochester, N. Y. 
UNITED LAST CO., Brockton, Mass. KRENTLER BROS. CO., St. Louis, Mo. 
T. W. GARDINER CO., Lawrence, Mass. KRENTLER BROS. CO., Milwaukee, Wis. 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS = stewant& POTTER CO, Brooklyn, N.¥. UNITED LAST CO. LTD., Montreal, P. Q. 
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Wed go to Bat Mayline for 
POOPIOV SHOES! 
Re 
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They’re smart and comfortable... 


worn by famous champions! 





Abov 


ES, sir! With the great demand for 

quality shoes there is today, Foot-Joy 
dealers are in a grand spot. And Field 
and Flint is backing dealers up with 
national advertising that really clicks 
with men . . . advertising that features 
the fact that many well-known baseball 
stars and golf champs prefer Foot-Joy* 


Series time. Free! Write for it! 


Shoes for street wear. 

So if you're a Foot-Joy dealer, be sure 
to get a complete stock of Foot-Joy street, 
sport and dress shoes for fall and winter 
display. And if you're not a Foot-Joy 
dealer, why don’t you write for a catalog 
and full information? 

*T.M. Reg. U.S. Pat. Of. ‘ 


¢ NEW WINDOW CARD e « « Baseball theme makes it a natural for World 











feeiuwed it 
"BERKELEY’ 


A WALK-OVER SHOE 
BY GEO.E. KEITH . 
BROCKTON, MASS. 
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To THE SALESMAN, a clientele of “‘call customers” 
means a larger income, increased prestige, and a 
higher degree of confidence. To the store owner, 
“call customers” mean more profitable operation 
and the steady repeat business which is the very 
cornerstone of success. 


ALTHOUGH skilled salesmanship and personality 
are important factors in developing a personal 
following, it is the shoes themselves which ulti- 
mately make or break a salesman-customer rela- 
tionship. It is significant that among the clientele 
of most stores carrying Foot De icHT shoes are 
a high percentage of valued “call customers”. 


Women quickly learn of Foor Deticut’s su- 
perior fitting qualities, their quality craftsmanship, 
and spirited styling. Once they have experienced 


the glorious comfort of the Patented Double 
Cushion*, no other shoes can ever take their place. 
Such women become permanent Foot De icHt 
devotees, returning time and again to the store 
. .. to the salesman . . . to the shoes which they 
have learned to trust. 


wwyey 
*Double Cushion?? 


Foot Delight relieves the strain of both metatarsal and transverse 


arches with one cushion which gently fits the bottom of the arch area as 
no other shoe made. Protected by National Patent Corporation, Chicago. 
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Most Foot Delight Shoes are Retailed at $9.95—$10.95 
BANCROFT WALKER COMPANY 


WALTHAM 
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MASSACHUSETTS 
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dealer promotion 
plan for Fall, 1942 


Florsheim Selling 
+++ Our complete 
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MR. RETAILER: 
Our Huge Stock 
Department Car- 


PARADISE TANGOS Meet A 
Modern Need In A Modern Way! 


Women Say: We Want 
Beautiful Shoes That Are 
Comfortable to Wear! 


Uncle Sam Says: 
No Elasticized 
Shoes will be 
available after 
present materials 
are exhausted. 


Comfort Plus Beauty- 


WITH A MINIMUM OF 
RESTRICTED WAR MATERIALS! 


Women are demanding the comfort and beauty to which they are 
accustomed—Uncle Sam is restricting the use of rubber for elas- 
ticized shoes! Merchants are caught between two fires—but find 
that PARADISE TANGO Pumps, properly promoted, give them the 
perfect answer. TANGOS are beautiful— America’s most beautiful 
footwear. And they are comfortable— the patented no-pinch instep 
takes care of that. PARADISE TANGOS are meeting the needs of 
present-day merchants by giving them a shoe they can really sell— 
because women are eager to buy it! 
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PRESIDENT ROOSEVELT, dedi- 
cating the new Naval Medical Cen- 
ter, gave a thought that easily ap- 
plies to the shoe industry’s service 
in safety shoes and in all shoes used 
in work. He said: 

“We must remember that there 
is a national shortage of doctors 
and nurses. Every preventable ci- 
vilian accident diverts sorely needed 





medical, surgical and nursing care 
from the imperative requirements 
of our Army and Navy. It is not 
going too far to say that any ci- 
vilians in the United States who, 
through reckless driving or through 
failure to take proper safety mea- 
sures in industrial plants, kill or 
maim their fellow citizens are def- 
initely doing injury to our sons and 
brothers who are fighting this war 
in uniform. And similar injury 
to our armed forces is done by 
pedestrians or workers who, through 
thoughtlessness and _ carelessness, 
put themselves in harm’s way. 
“Not all of us can participate in 
direct action against our enemies; 
but all of us can participate in the 
saving of our manpower.” 
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the “T-ade 


A, J. SPRING, Chief of the Shoe 
and Leather Section of the War 
Production Board, is the proud 
possessor of one of those little 
stickers that George Warren Brown 
gave to the salesmen, to paste on 
the inner rims of their hats, close 
to the brain, at that sales meeting 
so many years ago. It just goes 
to show how a good idea, by a 
good man, never dies. The sticker 
bore the line: “DIFFICULTIES 
SHOW WHAT MEN ARE MADE 
OF.” 

Then Al Spring said: “I bet I 
know who told you that story (the 
lead story in the Editor’s Outlook 
of August 29th). It must have 








been Pete Fahrendorf.” We said 
that it was and that Pete, who was 
advertising manager for the Brown 
Shoe Company then, is now pub- 
lisher of the Jewelers-Circular and 
Department Store Economist, mem- 
bers of our Chilton group. 

So, with this triple play down the 
field of memory, we repeat: “Dif- 
ficulties Show What Men Are Made 
Of” and the man with the greatest 


difficulties at this very moment is 
that self-same A. J. Spring. 

om * * 
“ly 7 . 

. R. Requested 2 Refrain From 
Careless Talk” is a very useful little 
card. We had occasion to use it 
by handing it to a guy “shooting 
off his face” about shipping out of 
New York harbor. 


The card is the regular calling 
card size and bears in very fine 
type, at the bottom: “Don’t be care- 
less. Use KIWI, the Quality Shoe 
Polish.” 
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WE checked with Marshall, Mea- 
dows and Stewart, first makers of 
the WAAC shoe, and the official heel 
height for these shoes is 13/8 in- 
stead of 16/8, as appeared in a 
recent press release. The matter of 
the heel height is important, partic- 
ularly in official footwear. No 
standard has been set, as yet, for 
the WAVES, the Women’s Naval 
Reserve, the understanding being 
that they can wear their own lasts 
and their own shoes if they conform 
to the general simple pattern and 
are in the low heel family. 
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OVER two thousand years ago that 
great Greek philosopher, Heracli- 
tus, wrote: “There is nothing per- 
manent except change.” That 
thought finds its application in the 
statement by John Wanamaker’s of 
New York: 

“DID YOU EVER WATCH 
MIST RISING IN THE VALLEY! 
Slowly thin white fingers of vapor 
reach out and swallow up the land- 
scape. Gradually each familiar 
knoll and tyee disappears until all 
that remains is a strange white sea. 
Life as we know it, is changing, too. 
Familiar habits, age-old customs are 
being transformed by the clouds of 
war into other shapes to which we 
must be accustomed. If we here at 
John Wanamaker are to be worthy 
of the splendid cooperation and 
support you are giving us, we must 
be constantly on the alert to meet 








these changing times. By keeping 
prices down; by discarding old- 
fashioned wasteful business prac- 
tices; by taking a smaller margin 
of profit; by keeping our stores 
open two evenings each week; by 
continuing our 5-day work week 
for all employees except executives; 
by being ever vigilant to meet the 
needs and interests of our custom- 
ers and our employees; by doing 
these and many other things we feel 
that we are keeping step with chang- 
ing times!” 
* * 

SYLVIA F. PORTER, writing in 
the New York Post, says: 

“America’s retail stores have ter- 
rific inventories built up today, ac- 
cording to authoritative sources. 
The totals, in fact, are believed 
higher than at any previous time 
in recorded history. 

“In the New York district alone, 
the stores are currently reported to 
have 80 per cent more merchandise 
of virtually all descriptions on their 
shelves than at this time in 1941. 
“For the country as-a-whole,-Fed- 
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MY COUNTRY 








—"My Country ‘Tis Of Thee", the 
opening bar of one of our best- 
loved patriotic songs. 

—But for the duration at least why 
not let us think and act “My 
Country ‘Tis For Thee?” 


—lIt's for our country that we are 
buying bonds and more bonds, 
paying unprecedented heavy 
taxes, enjoying less and less; and 
sacrificing more and more. 

—And we, the people, are doing 
and enduring all these things with 
a smile on our face and love in 
our heart because we know our 
country is the best in the world 
and we are determined to KEEP 
it the best in the World. 

—Keep "My Country ‘Tis For Thee" 
in your thoughts day in and day 
out and your sacrifices will seem 
trivial indeed in comparison to 
what they will ultimately accom- 


plish. 


FU Tn 


President 





eral Reserve Board surveys indicate 
retail stores hold inventories total- 
ing 75 per cent more than the aver- 
age shown at the end of August last 
year.” 

Here are a few simple rules she 
gives to the public: 

“Stagger your buying to level out 
the peaks and valleys the Govern- 
ment’s regulatory agencies and the 
store owners dislike so much. For 
instance, you might start your Fall 
buying now and begin your Christ- 
mas shopping as early as October 1. 
Just try to develop these war-time 
shopping habits and you'll get better 
prices, better selection and cut the 
strain on your nerves. 

“Shop in off hours, if at all pos- 
sible, so you can get the best selec- 
tions and help your store save labor 
and operating costs.” 








A MERCHANT writes: 

“It is rumored that everything is 
to be rationed, including shoes, and 
we get many inquiries from the 
public. Our inventory is too heavy 
to be obliged to sell only to those 
who bring in ‘sugar coupons’ and 
I am wondering if it is good to re- 
duce our stock a few thousand 
dollars?” 

Answer: YOU SAID IT. 


* + m 


HERBERT J. RICH, shoe mer- 
chant of Washington, D. C., re- 
ceived a letter from the Office of 
the Health Department, Govern- 
ment of the District of Columbia. 
It’s a rather significant letter. Here 
it is in full: 

“Dear Mr. Rich: ; 

It has been brought to the attent‘on of 
the Health Department that women are 
increasingly going stockingless. This car- 
ries with it the possibility of transmitting 
foot infections such as athlete’s foot and 








other skin diseases, to patrons who try 
on shoes that have been tried on by some- 
one without stockings. 

“Your cooperation is requested in in- 
sisting that patrons trying on shoes have 
on either socks or stockings, or that the 
shoe stores provide ‘try-on’ socks that can 
be properly sterilized and must be used 
at the time of fittings. 

“Athlete’s foot is not only widely dis- 
tributed among the Washington popula- 
tion, but it is highly contagious and in 
some forms most difficult to cure. Any- 
thing that you can do to bring this to 
the attention of retail shoe store mana- 
gers, in order to prevent the spread of 
this infection, will be greatly appreciated. 

Very truly yours 
(signed) Georce C. RuHLANpD, M.D. 
Health Officer” 


7 * * 


W. E. LAWSON, advertising man- 
ager of the Selby Shoe Company, 
issues a booklet prepared for and 
dedicated to America’s war effort 
by the Styl-Eez division of the Selby 
Shoe Company of Portsmouth, 
Ohio. Mr. Lawson says: “It is one 
of our contributions to America’s 
war effort and as such contains no 
advertising.” Its title is “How Can 
A Lady Help to Win the War?” 
and the opening page reads in part: 

“Do you say, with white-hot en- 
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thusiasm, ‘I’ll do anything, ANY- 
THING. I'll drive an ambulance. 
I'll learn to fly. I'll work in a de- 
fense plant.’ 

“Or do you exclaim, with equal 
ardor, but with less conviction: ‘I 
want to help. But I have three young 
children and a husband; I do all 


my own housework and washing.’ 








“Then again, do you cry, with 
a sense of frustration—‘I too want 
to help. But I have no training, no 
business experience, no outstanding 
skill.’ 

“Or, with deep sincerity, do you 
state: ‘Here I am—take me. I am 
strong and healthy; young and en- 
ergetic. I am Grade A mentally and 
spiritually. / can do many things. 
Where shall I offer my services?’ 

“Or—perhaps you are fitted 
for-a paying job — but one that 
must satisfy your passionate desire 
to do constructive war work—but 
you don’t know where to look.” 

The booklet serves as a guide to 
the different avenues of women’s 
war work. But here’s the punch line 
on how to keep fit: “By paying 
enormous attention to your feet. 
For the feet that dance in the 
U. S. O. or carry you to your war- 
time job, or walk you to the market 
—cannot be faltering feet. They 
cannot be heavy or weary feet . . . 
not pinched or painful feet. They 
must be comfortable, cool, capable 
feet . . . and this is mostly depend- 
ent on your shoes. So do pamper 
your feet. And your whole body 
will love you for it.” 

a * ® 

“HOW to Increase the Life of Your 
Shoes” is a compact little leaflet 
issued by the Coward Shoe Stores 
of New York, with six simple rules 
to help the public to make their 
shoes last longer. The “commer- 
cial” comes on the back page—sell- 
ing shoe trees, leather saddle soap, 
shoe polish, suede shoe brush and 
cleaner, cleaning fluids for fabric 
shoes and rubbers. 
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If this is conservation, then 
Coward makes the most of it. In 
fact, says: “It’s everyone's patri- 


otic duty to conserve leather.” 
* oa - 


AN explosion of terrific force, which 
rocked mid-town New York and 
threw a scare into the city, resulted 
in one death and several injuries, 
even though its cause might have 
been purely accidental. 

The interesting observation, how- 
ever, comes out of the Health Spot 
Shoe Store on the street floor of the 
building. The explosion shattered 
only one small pane of glass within 
the patio (the back entrance of the 
store) but the pressure of the blast 
blew out the entire front of the 
store. In other words, it was an 
accident similar to that explained 
in physics: If you throw an orange 
at a wall, the part that hits the wall 
doesn’t crack, but the opposite side 
of the orange does. 

That’s pretty much what hap- 
pened in the case of the Health 
Spot Shoe Store but the adaptable 
Samuel Meyer, proprietor of the 
store put a big notice in the window 
five minutes after the accident, read- 
ing “Business going on as usual” 
and customers were being fitted 
within half an hour after the ex- 
plosion. Believe it or not, within 
three hours a new and complete 
plate glass front had been installed 
and business was really as usual. 

The reaction to this explosion 








was something that would probably 
parallel an air raid or bomb ex- 


plosion. 
a * * 


ONE picture is worth a thousand 
words—is a maxim of the Chinese. 
One picture brings great joy to the 
Maddens of St. Louis. Here’s the 
background story: 

In May of 1941, Arthur J. Mad- 


den enlisted in the Marine Corps. 





He is the son of Jack Madden, sales 
manager of the Mississippi Valley 
Last Corporation, St. Louis. Re- 
cently, following the announcement 
of the successful raid on Makin 
Island in the South Pacific by the 
Marines, a photograph of a group 
of weary fighters appeared in the 
St. Louis Globe-Democrat. Mr. and 
Mrs. Madden recognized one of 
them as their boy. At first they 
wondered if the resemblance was 
one only a parent could recognize 
but a stream of telephone calls from 
friends and neighbors who had also 
recognized their son, convinced 
them that they had been right. 

Private Arthur J. Madden is in 
the regiment under the command of 
Major Jimmy Roosevelt. 





“Gimme a hand, Jimmy; I've got an Army contract.” 
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* Washington Newsreel » 


DIFFICULT under the most favorable circumstances, 
price control at retail levels has been one of OPA’s 
many headaches. Constantly it is seeking a way to 
relieve the pain. What it hopes will prove an anodyne 
is a move just made toward decentralization and sim- 
plification and more speed in handling retailers’ appli- 
cations for adjustment of their ceiling prices. 

Two moves in this direction were announced on 
Sept. 1: 

First, with the issuance of Procedural Regulation 
No. 2, retailers were authorized to send their applica- 
tions for adjustment of price ceilings directly to any 
OPA regional, state or district office. 

Second, under an order from Price Administrator 
Leon Henderson the eight regional administrators were 
authorized to extend to state and district OPA offices 
power to grant or deny retailers’ applications. Such 
delegations will be made at the discretion of the Re- 
gional Administrator as soon as they are deemed admin- 


istratively feasible. 
- * * 


PREVIOUSLY under temporary procedural regula- 
tions issued with the General Maximum Price Regula- 
tion and the Services Regulation (No. 165), retailers 
were permitted to file only with one of the eight regional 
offices. The new procedure makes available to the 
retailer the facilities and assistance of the 100 state 
and district offices of OPA and the intimate knowledge 
of the personnel in these offices with local cost and 
competitive conditions. 

The new regulation in no way alters OPA’s regula- 
tions which permit retailers to apply for adjustment of 
ceilings if their ceilings are out of line with those of 
competitors and cause substantial hardship. Effective 
Sept. 1, the new procedural regulation permits a re- 
tailer to appeal from district or state office to the re- 
gional office and then to the Retail Trade and Services 
Division in Washington if he is dissatisfied with the 
action taken in his case. If the office in which a retailer 
files an application is not authorized to handle the case, 
it is OPA’s responsibility to forward the application to 
the proper place. 


+ * * 


OPA has announced conditions under which transpor- 
tation costs may be added to the maximum prices for 
rubber heels sold to shoe repairmen. The price to the 
repairman may exceed the ceiling by the amount neces- 
sary to include the same proportion of transportation 
charges as the seller required buyers of the same class 
to pay during March, 1942. 

Thus, if the repairman was charged all of the trans- 
portation cost in March, the seller in making sales to 
the same customer or one in the same class may add 


14 


the total transportation cost to the ceiling as set forth 
in the schedule covering rubber heels. On the other 
hand, if the jobber delivered rubber heels free of trans- 
portation charge to the repairman in March, he must 


continue to do so. 
* * * 


THE Defense Supplies Corporation on August 31 began 
to receive offers of raw goat and kid skins. Direct pur- 
chase will be made from such offerings to meet the 
requirements of the industry as determined by WPB, 
subject to the availability of shipping space. DSC said 
that action is being taken at this time to insure the 


uninterrupted flow of these commodities. 
* * * 


PROVISION was made by OPA on Aug. 31 for specific 
ways in which mail order establishments selling at retail 
should post ceiling prices for cost-of-living commodities. 

In catalogs or flyers published after Sept. 5, ceilings 
may be indicated by either of the following methods: 

First: By showing the seller's maximum price for 
the 200 cost-of-living commodities set forth in the Gen- 
eral Maximum Price Regulation at the place in the 
catalog or flyer where the article is listed, or 

Second: By printing on the cover or the page imme- 
diately following this statement: “All the prices in the 
present catalog are our ceiling prices with the excep- 
tion of * * *.” There then must follow a list showing 
all commodities offered at less than ceiling prices, and 
a statement of the ceiling price for such commodities; 
or the customer may be referred to another page where 
such list appears. 

+ + * 

| F the mail order house uses the first of the two op- 
tional methods, it need state the ceiling for only the cost 
of living commodities—at the place where they are 
shown in the catalog or flyer. If it uses the second 
method, the store must list every commodity—whether 
or not it is one of the “cost-of-living commodities” —for 
which the selling price in the catalog or flyer is lower 
than the retailer’s ceiling. 

If these methods are impracticable, the mail order 
establishment may apply to OPA for permission to use 
some other method which is substantially in accordance 
with the requirements outlined. 

[TURN TO PAGE 36, PLEASE] 
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WAVES PARADE NEW UNIFORMS 


Wearing their newly-approved uniforms, four adminis- 
trative officers of the WAVES leave the Navy's Bureau of 
Personnel in Washington after the first showing of the new 
dress. Left to right: Lt. Jean T. Palmer, New York; Lt. 
(J. G.i Virginia Carlin, Springfield, Mass.; Lt. (J. G.) Mar- 
ian Enright, New York; and Ensign Dorothy Foster, Atlanta. 
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SHOE DESIGNS 
FROZEN BY 


GOVERNMENT MOVES TO SAVE LEATHER BY REDUCING 
VARIETY OF COLORS AND STYLES FOR SPRING, 1943 


|\N a move intended primarily to save leather by reduc- 
ing the number of fancy shoes in the well-dressed 
family’s wardrobe, the War Production Board has pro- 
hibited the manufacture of two-color shoes and reduced 
the variety of colors and styles of footwear to be made 
for Spring and Summer, 1943, consumption. No limit 
is placed on the production of permitted styles necessary 
to fill civilian needs. 

The footwear conservation order M-217, issued Sept. 
10 by the Director General for Operations, will permit 
the manufacture of ample supplies of both street and 
dress shoes for men, women and children, but by limit- 
ing styles, and by limiting colors to six, it is expected 
to reduce the number of extra pairs of shoes bought 
by consumers. 

At the same time, A. J. Spring, chief of the shoe unit 
of the leather and shoe section, WPB, requested shoe 
retailers to discourage unnecessary extra pair sales to 
_ consumers and to discontinue promotion directed to 
influence consumers to buy unneeded pairs of shoes. 

Sole leather now being used extensively by the armed 
forces, including our allies, has become the limiting 
factor in shoe production. Therefore, the order restricts 
excessive style and color variety for shoes for Spring, 
1943, use because the sale of a wide variety of colors 
and styles of shoes increases the amount of sole leather 
tied up in dealers’ inventories and little used footwear 


on consumers’ shelves. 


THE limitations placed on style and color do not 
apply to shoes in which leather or composition rubber 
soles are not used. Designers may think up new kinds 
of practical soles and create new fashions for next Spring 
and Summer which will save scarce materials and also 
have eye appeal. 

The order issued Sept. 10 permits shoes to be made 
in black, white, turftan, army russet, town brown, and 
blue. Except for these limitations on color and on 
novelty styles, riding and specially styled boots and two 
color combinations, there will be little noticeable change 
in the shoes offered for sale. 

The order will not affect shoes sold to consumers this 
Fall, since the Fall shoe lines are in process or have 
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already been manufactured. The limitations which go 
into effect in September and October will begin to affect 
consumers when they buy shoes next Spring, but there 
are enough patterns now in use to provide ample style 
variety and staple footwear. 

No restrictions are placed on the manufacture of 
shoes for active sports wear such as football, baseball, 
and skiing, for the physically handicapped, or historical 
types for theatrical production. Furthermore, the order 
allows the production of two-color shoes and additional 
style types, provided the soles are made of non-critical 
synthetics. Wood, plastic or other composition soles 
may be used and developed as style attractions. 


THE order limits the use of double soles except for 
shoes worn in industrial and agricultural work. It pro- 
hibits the use of any metal nail heads or studs for 
decorative purposes. It restricts the use of reserved 
Egyptian cotton and reserved American extra staple 
cotton to purely functional purposes. It specifies the 
kinds and thicknesses of steel that may be used in 
shanks. Bows may be made only from leather unsuit- 
able for other parts of the shoe. 

After October 31, the manufacture of leather boots 
of any kind, except blucher cut laced boots or cowboy 
utility boots is prohibited. Boots eliminated include 
riding boots and special women’s and children’s style 
types known as “militaire” and “majorette” boots. 

After September 12, no material can be put into 
process for manufacture of two-color leather or fabric 
shoes. Color for linings is exempted. 

However, to avoid waste of leather which already 
has been colored shoe manufacturers may use any 
prohibited leather or fabric which was colored or dyed 
prior to September 13, if they furnish a specified certi- 
ficate to the War Production Board describing the 
leather and the quantity used. 

After September 10, 1942, a manufacturer may 
utilize only the shoe designs he used during the period 
between Sept. 1, 1940, and Sept. 10, 1942, except on 
dies and lasts on order prior to Sept. 10, 1942. A 
manufacturer may, however, change the design and 
construction of shoes to comply with this order. The 
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CONSERVATION ORDER 


WPB Forbids Manufacturers to Originate New Designs or Con- 


structions Except by Use of Lasts and Dies Already on Order. 
Tanners Limited to Black, White, Blue and Three Brown Shades 


After October 15. Two-Tone Shoes 
Leather or Rubber Composition Soles. 


Prohibited in Shoes with 
Wing Tips Out for the 


Duration. Shoes for Army, Navy and U. S. Services, as Well as for 
Account of United Nations Exempt from Prohibitions of Order. No 


materials. 


After Sept. 12, tanners or others may not color any 
leather or dye any fabric for shoe uppers except in 
black, white, turftan, army russet, town brown, or blue- 
jacket blue. After Oct. 15, tanners or others may not 
finish any shoe upper leather except in such colors. 


FOOTWEAR CONSERVATION 
ORDER M-217 


THE fulfillment of requirements for 

the defense of the United States has 
created a shortage in the supply of shoe 
manufacturing material for defense, 
for private account and for export; 
and the following order is deemed nec- 
essary and appropriate in the public 
interest and to promote the national 
defense. 


CONSERVATION ORDER M-217 


A. APPLICABILITY OF PRIORI- 
TIES REGULATIONS. This order 
and all transactions affected thereby 
are subject to all applicable provisions 
of the priorities regulations of the War 
Production Board, as amended from 
time to time. 

B. DEFINITIONS. For the purpose 
of this order: 

1. “Put into process” means the first 
cutting of leather or fabric in the 
manufacture of footwear. 

2. “Footwear” includes house slip- 
pers, but does not include foot covering 
designed to be worn over shoes. 

3. “Work shoes” means any shoes or 
boots with unlined quarters which are 
designed to be worn at any form of 
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WPB also will make exceptions in favor of patterns 
or designs which will further conserve leather or other 





Limit on Production of Permitted Styles. 





These restrictions, however, do not apply to the dyeing 
of fabrics for use in padded sole house slippers or to 






leather used for formal evening slippers in gold or silver. 


M-217 follows: 





work requiring specially heavy or sub- 
stantially made footwear. 

4. “Horizontal quarter seams” means 
seams on quarters running in a pre- 
dominantly horizontal direction, i. e., 
parallel to the sole. 

5. “Design and construction” of foot- 
wear means the make-up of the foot- 
wear in every detail, so that any two 
items of footwear of the same design 
and construction are necessarily identi- 
cal, except in size; but does not refer 
to the means whereby the footwear is 
manufactured. 


C. CURTAILMENT IN THE USE OF 
MATERIALS AND COLORS IN 
FHE MANUFACTURE OF 
FOOTWEAR 


1. After October 31, 1942, no person 
shall manufacture, or put into process 
any leather or fabric for the manufac- 
ture of any footwear with: 

I. Leather seam laps gauging over 
% inch in width. 

II. Horizontal quarter seams on lined 
low quarter shoes. 

III. Wing or shield tips on men’s 
shoes and boys’ shoes over size 6, or 
wing tips or long shield tips on wo- 
men’s, girls’, misses’, youths’, little 








The order does not apply to footwear to be delivered 
to the Army, Navy, Martime Commission, Lend-Lease, 
and a number of other specified government agencies. 

The complete text of Footwear Conservation Order 
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gents’ and children’s shoes and boys’ 
shoes of size 6 and under. 

IV. Full overlay tips or full overlay 
foxings, except on work shoes. 

V. Woven leather vamps or quarters. 

VI. Quarter collars except on unlined 
shoes and padded sole house slippers 
with cloth uppers. 

VII. Leather bows, except those made 
out of pieces of scrap too small in area 
to obtain therefrom a vamp or quarter. 

VIII. Outside taps, on footwear other 
than men’s high shoes, unless the mid- 
dle sole is of synthetic composition ma- 
terial. 

IX. Leather slip soles other than 
those cut from bellies or offal. 

X: More than one full leather sole, 
in goodyear welt footwear other than 
work shoes. 

XI. Full breasted heels, except on 
hand turned footwear. 

XII. Welting in excess of % inch in 
width and 5/32 inch in thickness in 
shoes other than work shoes, or welting 
in excess of 9/16 inch in width and 
5/32 inch in thickness in work shoes. 

XIII. Straps, buckles, knife pockets 
or decorative stitching on boots or work 
shoes. 

XIV. Men’s one piece uppers, i. e., 

[TURN TO PAGE 32, PLEASE] 


17 


































HIS 


HE PUTS 





FAITH 


IN AMERICA 


A. J. SPRING, HEAD OF THE SHOE UNIT OF THE LEATHER SEC- 


TION OF WPB TEXTILE, CLOTHING AND LEATHER BRANCH, 


BELIEVES IN THIS COUNTRY’S DESTINY, IN THE PRINCIPLES 


ON WHICH IT IS FOUNDED AND IN THE MEN AND WOMEN 


WHO ARE AMERICA; AN ABLE MAN IN A KEY POSITION 


COME for a brief visit and meet a Government execu- 
tive who believes that you are America. Clear eyed and 
objective, he peers through the maze of Washington 
confusion and is undisturbed by the kaleidoscopic 
changes in policy and organization of the war effort. 

America, he tells you, will always be the land of 
opportunity—if you and I believe, and if we will all 
work at it. 

He isn’t a genius. He has simple faith in men, and 
men have faith in him. 


A. J. Spring is chief of the Shoe Unit, of the Leather 
Section of the War Production Board’s Textile, Cloth- 
ing and Leather Branch. We get an appointment, but 
Miss Pearl McLendon warns us that he is a busy man 
and will often be interrupted during our visit. Con- 
ferences with executives of the shoe industry and WPB 
officials, with procurement officers of the Army, Navy, 
and Lend-Lease keep him and his staff duty-tied late 
into the nights. 


His welcome makes us think we’ve known each other 
for years. 

After a little you'll notice he’s quite gray. 

You'll notice that his working data are at his finger- 
tips—he is well organized. 

You'll notice that he has a quiet, rich voice. His 
firm gaze is softened with an infectious smile which he 
freely uses to punctuate what he is saying. 

But first of all you will observe that he is one of the 
most genial men you've ever met. 

“How is the shoe industry handling the impact of 
war?” you ask. 






“The impact hasn’t been severe,” he says. “We are 
doing all we can to prevent dislocations insofar as 
possible. 

“We must all buckle down to a long war. But it looks 
as though there will be enough shoes to go around for 
all of us. We have a shortage of the best grades of sole 
leathers. Civilian shoes will wear out faster. And 
there will be fewer styles. The Army, Navy, and our 
Allies will get all the boots and shoes they need, first.” 


The industry, he tells you, is making better shoes for 
our soldiers and sailors than it did 25 years ago, and 
they cost less. This quiet tribute goes to management 
and workers who are decreasing man-hours and keep- 
ing up to the heavy war schedules of production. 


“Certainly there will be hardships for everyone in 
the shoe business before the war is won. But the Amer- 
ican business man can take it just as his son in the 
Army or Navy can take it.” His son is training for 
the Navy. 

He turns and looks out of the window of his “office,” 
a large area in one of the wings of the Railroad Retire- 
ment Building. All around are temporary structures 
housing agencies of the war effort. He is thinking of the 
hundreds of shoe dealers who know him out in the 
Middle West where he traveled for years for a St. Louis 
manufacturer. He knows the stuff American business 
men are made of. 


Out in Iowa, and thereabouts, American philosophy 
is simple: “Root, hog, or die” means just that when 
times are hard and “store feed” is scarce for pigs. But 
hard times haven’t fazed real Americans yet, he re- 


marks. 
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When the Government asked J. C. Penney Co. for an 
executive to serve in the shoe unit for the duration, Mr. 
Spring was nominated for this genuine American rea- 
son: he knows how to get along with men under stress, 
and he is a hard worker. For more than 10 years he 
had demenstrated these simple abilities for Penney, and 
for more than 20 years he had been proving the prowess 
of this simplicity for the Brown Shoe Co. 

You ask him about the post-war readjustment. 

“We haven’t much time around here to think about 
the post-war problems. All of us will have a harder 
row to hoe than ever.” 

You ask him: “Who is going to do the planning of 
the national economy after peace comes again?” He 
answers firmly and softly: 

“You will. You and all the other business men of 
this country, because that is the American way. 

“You with the responsibilities of small stores, you 
who are wholesalers, you who are manufacturers, and 
you who are tanners. That is the American way. 
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Sturdy in his deep faith in the fighting abilities of the 
American business man, A. J. Spring, head of WPB’s 
Shoe Unit, is as sure that we will win the post-war re- 
adjustment as he is that our soldiers and sailors are 
going to win this World War II. 


“You and your employees and associates will be in 
there fighting, just like you are doing now. 


“Valley Forge was important, but no more historic 
than the hard, long reconstruction era that gave Amer- 


ica its firm foundation.” 


We leave as a group of visiting business men con- 
verge to his desk for a conference. We've seen and 
talked with a man who understands what America is. 
Yes, America is us! And when we see headlines of dis- 
aster in today’s newspapers we will realize that all is 


not confusion. 

We know that each one of us has a part in cleaning 
up a nasty mess that must be cleaned up quickly. 

A friend tells us that his low-score golf is suffering 
these days. Perhaps, we reflect, our own golf game is 


a little too good—considering. 





















Reading from left to right: 
Two-eyelet jodhpur tie in 
polished calfskin on 13/8 
heel from Walk-Over Shoe 
Co. Jodhpur tie in reversed 
leather with contrasting 
stitching, on 14/8 heel, a 
Collegebred from E. P. 
Reed Co. Rugged looking 
oxtord in alligator erain on 
calf with 14/8 heel. a 
Rhythm Step from Johnson, 
Stephens & Shinkle Shoe 
Co. Four-eyelet oxford in 
antiqued tan saddle grain 
calf on 13/8 built un leather 
heel from Stetson Shoe Co. 


IT’S a good idea to face the facts early this year and 
get your customers to face them, tco. Winter days are 
cold and Winter roads are often both cold and wet. 
Thanks to the cooperative effort of leading makers of 
protective rubber footwear there will be overshoes and 
galoshes for men, women and children available for 
really bad days. But take all the other days when these 
rubber shoes are not really needed and where a good 
stout-soled, warm shoe will be just as good protection. 
Rubber is not so plentiful that we should wear our 
rubber shoes unnecessarily. In other 
women have depended on them to protect their light 
weight, thin-soled shoes from cold winds and damp 
pavements. In other words, they wore rubber overshoes 
when a sturdy Winter shoe would have been just as 
effective. But then they did not have such a shoe in 
their wardrobe. 

This year, make no mistake, you have a real selling 
point for sturdy, warm shoes. Some of your customers 
will be quick to see it. Others will not. Many more 


years, many 
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ENLIST 
WINTER 


STURDY 
SHOES 





will be ready to wear this type of shoe because they 
have become used to wearing defense type shoes this 
Spring and Summer. They a!so are beginning to rec- 
ognize the fact that these shoes may not be so easy to 
get by next Spring. Scare selling and scare buying are 
bad things, but common sense should govern our shoe 
business in times like these and it is common sense to 
put one’s money into shoes that will serve a real pur- 
pose in promoting health and well-being and that will 
last well and look well for several seasons to come. 
The general opinion seems to be that lined shoes will 
be warmer than unlined, even though the unlined ma) 
be of sturdier leather. A good deal depends on the 
character of the individual foot, we think, and the way 
in which the shoe is to be worn. If the shoe is to be 
worn with heavier-than-rayon stockings, an unlined shoe 
will be comfortable and suitable. For lighter weight 
stockings and slightly more formal occasions, lined shoes 
are the better choice. For one thing, a lined shoe ab- 
sorbs the slight perspiration which is a characteristic of 
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IN 


NATION’S DEFENSE ;:-:° 


Cold, Wet Days, Less Fuel, Less Protective Rubber Footwear, More Need 


of the Right Kind of Shoes to Keep Feet Warm and Dry .. . That's the Story 
of the Coming Winter. You Can Do Your Country a Real Service by Sell- 
ing Your Customers Shoes That Will Banish Fear of Colds. A Nation at 
War Has No Time fo Be Sick. Its Doctors Have Little Time to Look After 


Civilian Cases. Shoes Can Do Much to Keep the Nation in Fighting Trim. 


‘ 





nearly every foot. Absorption of perspiration into the 
lining prevents the foot from becoming clammy. All 
these points have a bearing on the sellability of your 
sturdy types of walking shoes. What’s more there is 
enough variety in the styles and heel heights in these 
types to provide a shoe suited to every customer’s taste. 

Ever since last Spring the Office of Civilian Defense 
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by 
ELEANOR RUTLEDGE 


Reading from left to right: 
Very flexible double welt 
blucher on 10/8 heel, Brit- 
ish Walker from J. P. Smith 
Shoe Co. Welt ghillie in an- 
tiqued brown elk finish on 
14/8 heel, Poll Parrott from 
Roberts, Johnson & Rand. 
Flexible construction in an- 
tiqued Turftan calfskin on 
13/8 heel from Natural 
Bridge Shoemakers. Unlined 
casual oxford in pebble 
rrain caliskin on 8/8 heel, 
Styl-Eez Swaggers from Sel- 
by Shoe Co. Tan Norwegian 
Calf on 13/8 leather heel, 
Arnold Authentics from M. 
* N. Arnold Shoe Co. 


has been stressing the patriotic angle to keeping fit. 
Now, with doctors and nurses so urgently needed by 
the services, it is even more essential for civilians to 
keep themselves well. Their able-bodied efforts are 
needed in many kinds of work. They are not doing 
their patriotic best when they are losing days of work 
and requiring precious medical time and attention. 
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SHOE STORE WINDOWS 


The window above was used by Bloomingdale’s, 
New York, to display “Shoes for Action”.’ The 
apple tree motif is timely and decorative, and 
the shoes stand out against the background. 


THE restrictions imposed by a wartime economy have 
had a beneficial effect on display windows of shoes, to 
judge by current offerings. Display men can no longer 
rely on elaborate window arrangements or expensive 
props»which may be made of critical materials; they 
must depend on their ingenuity in providing back- 
grounds which are not the focal points of the windows, 
but effective settings for the shoes. And the shoes must 
be shown in such a way that they carry their message 
across to the consumer. 

The four windows illustrated here show how cleverly 


A tree is used again as the central dec- 

orative theme in this window from 

Charles A. Stevens & Company, Chi- 

cago. Autumn leaves convey a Fall at- 

mosphere and the center plateau shows 
the shoes to advantage. 
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HERALD ADVENT OF FALL 






display men have accomplished this end. They are 
typical of windows shown by leading stores all over the 





country. Because they subordinate all else to the mer- % 





chandise, because they play up the fine points of the 





shoes and carry a message at a glance, they are selling ‘ 





windows. And it’s our guess that they'll accomplish i 























their purpose by selling plenty of shoes. 


In Spite of Wars and World-Wide Upheavals, the 
Seasons Pursue Their Normal Course, and Chang- 
ing Weather Creates a Need for Merchandise 
Suitable for the Time and Occasion. Early Fall 
Shoe Windows Reflect the Ingenuity of Mer- 
chants and Dispiay Men in Creating Interesting, 
Attractive Effects without Undue Expense in 
Backgrounds or the Use of Critical Materials. 
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“Mrs. Miniver” was used as the theme 

for this window by Bonwit-Teller, New 

York, which depicts the dressing room 

of that famous lady. The shoe wardrobe 

idea receives graphic illustration in this 
effective display. 





For their August sale 
of shoes, Marshall 
Field & Company, 
Chicago, set the 
shoes on shelves in 
their window and 
decorated them with 
bunches of grapes —- 
providing an Autumn 
atmosphere carried 
out further by the 
shoes displayed. 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Can You Take It?? 


“Forgetting those things which are behind and reach- 
ing forth unto those things which are before.”—St. 
Paul. 


A MERCHANT told us: “As far as business is con- 
cerned, I wouldn’t know that we are in a war except 
for the fact that business is so good.” In other words, 
the war, as it has progressed so far, has made business 
better for merchants, specifically shoe merchants. It 
may continue to be good in spots throughout the coun- 
try but the next all-over picture is one of concentra- 
tion, condensation and conformation. You've got 
to accept the rules in the spirit of sacrifice. You can’t 
ask a man to fight and shed his blood for democracy 
unless you, too, are willing to shoulder a common 
obligation. 

Which do you prefer—disciplined liberty or armed 
regimentation? It’s yours to choose because, if you 
don’t abide by the rules common to all merchants, 
and specifically to shoe merchants, you will be put 
under military government as a necessity for complete 
all-out effort in the war. 

Start telling the public where you get off and where 
they get on. Citizens have got to be willing to take 
what’s left—to give our armed forces the best. You 
want to assure your customers of your “sincerity of 
purpose as well as your steadfast resolve to observe, 
to the letter, all regulations imposed in the interests of 
our war effort.” 

Critical times have not yet laid their hand on the 
retail shoe merchant and through him the customer of 
shoes. But it will from now on. Another merchant 
writes: “Yes, we are doing it with money in bonds and 
donations and taxes but we are NOT SACRIFICING 
VERY MUCH PERSONALLY AS YET. EACH MAN 
IN BUSINESS WANTS TO STICK IT ON THE 
OTHER GUY AND NOT TAKE IT HIMSELF. MY 
FIRM IS THAT WAY AND SO AM I. WE WILL 
HAVE TO TAKE IT SOON AND HARD or our inde- 
pendence will never survive.” 

Of course, it isn’t right to pick feathers in the field 
of fashion, when you look at the bigger picture of a 
hundred and twenty million people who are, in the 
main, not much given to flights of foolish fashion. Then 
again, walk down the street and look into any window 
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and see what you can see. When price ceilings them- 
selves are only pieces of paper pasted on the wall to 
gather dust, it is not to be expected that real compliance 
will come until the policeman comes in through the 
door. Mark our word for it, this is only the lull before 
the storm. We would hate to be in the spot of the guy 
pilloried by public shame. 

Let’s take a look at the Canadian regulations. The 
Administrator of Leather Footwear prefaces the regu- 
lations with a number of corrections of trade practices. 
Here are two examples of these corrections: 

“No manufacturers shall: 


(a) take back from any customer for refund credit or ex- 
change any new goods unless: 

(i) such customer has been authorized by its sup- 
plier, and only within twenty (20) business 
days ‘from the date on which such goods were 
received by customer. 

(b) accept from any customers for credit or exchange any 
goods which have been: 

(i) made to order or specially ordered 

(ii) worn 

(iii) returned for adjustment unless such goods have 
been found to be defective in material or work- 
manship, and such adjustment shall not exceed 
50% of wholesale value and then only when it 
is impractical to make proper repairs. 

“No manufacturer may ship any footwear covered by this 
Order on approval or consignment. All sales must be bona fide.” 


You had better start tightening up your own snug 
little business, OR ELSE. And the “or else” is a real 
squeeze—a control of selling prices and ipso facto— 
inevitable death to hundreds of businesses that must 
get better mark-ups to survive. Make no mistake about 
it, Washington can clap profit regulations, or worse, 
onto the American shoe business. Here’s what they are 
doing in England: “The retailer will be allowed 30 
per cent of the selling price to the public as his margin 
of gross profit and the wholesaler will get 15 per cent 
of his selling price as gross profit.” 

Remember, also, in England they have a rationing 
system and the surprising thing is that when the public 
buys on a ticket, it is critically selective of new goods 
and won't have stale inventory at any price. 

So it all sums up into one thing. You’ve got to do 
straight business, in a patriotic way. Keep your stock 
lean and hungry, without a surplus of “lazy fat” any- 
where—be it stock or on workers themselves—get fit 


for the fight against INFLATION. 
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FOOT, SAVER’S 


GYPSY CARAVAN 


sets the pace for fall 


Three hundred and fifteen best-selling styles on one famous 

pattern! That is the record chalked up for the Foot Saver 

Gyp ' , originated by us in 1921, and known ever since as the 

a aces the most saleable—general-purpose 

shoe eber designed. Widely copied—widely imitated —but in 

Foot ae you have the original—and the genuine. Featured 
all 


for Fall*42 in a brilliant — of new styles. 


THE- JULIAN & KOKENGE COMPANY 
COLUMBUS, OHIO 
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Shoes 
of 


jimmy Pig 


-an EVANS leather 


Keep your eye ou Jimmy Pig . <. for this ew member of the Evans 


family is doing mighty well, thank you. no soe weleome it as a en 


‘note in nhees for early winter. You're sure pis see a lot of it tm spring Mines. 


And why. ‘soe? Ics + wood sone leather that “breathes” and keeps feet “F 


rad ta ‘ 


a 


> Al 


ventilated che bristle holes in pigskin are a marvel of ‘abtarat aie condiciontong) 
-. . Makes up iute Foe? looking shoes ot Bie type .. . And ‘there’s plenty 
for éivilinns — which is important right now. Yours in the regular grain— 


er in the rich pattern finish called “Bass Pig”. 








Left The group of members of the Shoe 
Travelers’ Association of Chicago at their 
annual picnic. 





























Chicago Shoe Travelers 
Make Merry in Rain Jack Clark, let, president of the No- 


tional Shoe Travelers’ Association. 
reminisces with Bill Drummond, 
president, Chicago Shoe Travelers. 


DrEsPITE a downpour which lasted 
most of the day, the annual picnic 
of the Shoe Travelers’ Association of 
Chicago was held August 22nd at 
the estate of George M. Groves in 
Bensenville, Ill. The rain spoiled the 
horseshoe pitching contest and the 
traditional baseball game between 
the young fellows and the old 
timers, but it let up in time for the 
outdoor barbecue presided over by 
Mr. Groves as chef. This year he 
wore a complete cook’s outfit pre- 
sented to him by the association. 
Jack Clark, president of the Na- 
tional Shoe Travelers’ Association, 
was a guest. Several well known 
Chicago retailers were also present. 
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Left — Jack Walsh, past National presi- 
dent, and Arthur Borman, Chicago re- 
tailer and backer of the Shoe Travelers. 





Above — Bill Drummond, president 
of the Chicago association, presents 
host George Grove with a barbecue 


outfit, 


a gift from the Travelers. 








Above—Norman Souther makes a presentation to George 
M. Groves, the Travelers’ host for the day. 









Right—Six old timers, going strong. Left to right: 
Al Splett, Pete Ware, Jack Clark, Jack Walsh, Bill 
Drummond, Norman Souther. 
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MORE FREQUENT GRINDING 
MAKES EDGE CUTTERS 


LAST LONGER 









Sounds impossible but it’s true. A quick “touchup” grinding the 
moment edge trimming cutters begin to pull, plus care in 
grinding will make cutters last longer. 






















Here are six suggestions that will help you get 
more service from Forepart and Heel Seat Cutters: 


7 The minute a cutter begins to lips may become broken. When 
get dull, sharpen it. Letting a fastening cutters on the shaft 
cutter get too dull means a hard- make sure the opposing surfaces 
er, longer job of grinding. of shield and cutter are clean. 


2 Light, even applications to the 
wheel are best. A brief touch- § 
up grinding will minimize burn- 
ing which may alter or change 
the temper of the steel and there- 
by cause the cutter to dull faster 


Handle cutters with care. Drop- 
ping cutters where they will fall 
against machinery or on the floor 
may chip a lip or edge. The 
cutter may be ruined or require 
valuable time, labor and loss of 








or teeth to wear unevenly. “ag . 
metal to put it in serviceable 
3 Take care to preserve the rake condition. 
of the teeth when resharpen- 
ing dull cutters. 6 Be sure you get the most out 
of every cutter. Too often cut- 
4 Protect cutters in use. A tight- ters are discarded with two or 
fitting shield prevents trimming three more days’ work in them. 
residue from working in between With proper care from the very 
shield and cutter. Cutters so beginning, cutter life can be 
packed may run unevenly and extended. 








Dull cutters take more power—turn out poorer 
work and less production. More time is lost by Keep sharpening wheel 
. . dressed. Sharpening wheels 
trying to do an extra case with a dull cutter perform better when trued. 
than by making short, more frequent stops to As soon as unevenness ap- 
keep cutters sharp. Start today to make cutters pears, an Emery Wheel 
l ' opti til Y Dresser should be used to 
ast longer. even and renew the flat 
grinding surface. 


















TAKE GOOD CARE OF WHAT YOU HAVE 





These cutter conservation 
suggestions are published 
to help users get the great- 
er production and longer 
wear so vital in these criti- 
cal times. 
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OTHER PEOPLE’S 


New Foot Consciousness 
Easy on Shoes 


Men who formerly bought shoes, 
one pair at a time, are now buying 
two or three pairs right on the line, 
finds R. G. Brownhill, manager of 
the several Young Shoe Stores in the 
Los Angeles area. And this he be- 
lieves to be an excellent situation in 
view of the shortage of the high qual- 
ity leather previously used in men’s 
shoes. 

“These two or three pair purchasers 
will be more apt to wear their shoes 
alternately and so give the shoes a 
more even wear than if one pair was 
put on and worn out completely. So 
far we have been most fortunate in 
maintaining the quality of our shoes, 
so that it will be some time yet when 
footwear made under wartime restric- 
tions get on the feet of our wearers. 
In the meanwhile, he will have been 
accustomed to owning several pairs 
of wearable shoes, so will not be 
thinking in terms of months or even 
years of wear for his footwear pur- 
chases.” 

* * # 


“Double Feature” Sale 


Taking a tip from local theatres in 
promoting double features, J. M. Bost- 
wick & Sons, Janesville, Wis., recently 
announced a “Big Double Feature” in 
shoes. Advertised for the two-day 
event were their regular line at $3.86 
and a special table of 142 pairs of 
broken sizes of various styles, includ- 
ing sport shoes, at $1.99 per pair. 
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“Ten Commandments” for 
Employees During War Time 


One hundred per cent cooperation 
of employees in production and effi- 
ciency has been approached at a west- 
ern shoe manufacturing plant since 
the management posted “Ten Com- 
mandments For Workers” which were 
evolved by the employees themselves. 

The “Ten Commandments” are re- 
produced on a 6x6 foot sign sus- 
pended in the center of the shop and 
reads: 

I WILL DO THE JOB 

1. By keeping my mind and body in 
healthy condition. 

2. By starting my day’s work on 
time and making good use of every 
minute in the day. 

3. By taking no time off for per- 
sonal reasons. 

4. By working safely—protecting 
myself and my fellow workers. 

5. By carefully protecting all work 
and materials entrusted to me. 

6. By telling the boss of faster and 
better ways of doing the job. 

7. By helping my fellow workers 
and other departments to keep their 
work up. 

8. By seeing that no one damages 
or destroys any of my good work or 
that of my fellow workers. 

9. By not listening to rumors or 
letting defeatists discourage me or 
slow my work down. 

10. By working with the conviction 
that my individual effort will win 
this war. 


Sliding Price Seale Builds 
Plus Sales 


A system whereby business-man 
shoe customers pay $8.95 or $10.95 
for their first pair of shoes, then pay 
50 cents less per pair until they have 
purchased six pairs is an unusual 
idea in customer-building which has 
sold hundreds of pairs for a small 
western haberdashery and shoe store. 

The store, handling complete men’s 
furnishings, sportswear and 
lines, is located in the center of a 
large produce brokerage section, 
amid offices of many brokers and 
mercantile executives who see the 
store every day. Thus, 90 per cent of 
its customers are influential business- 
men. 

Knowing most of his customers by 
their first names, the store owner has 
set up a novel plan which insures 
that almost every customer will buy 
at least six pairs of shoes from the 
store. Totally unadvertised, but sim- 
ply explained to the customer, the 
plan allows the cusiomer to choose 
from two well-priced lines of nation- 
ally advertised shoes, paying the full 
price for the first pair. His name is 
entered on a file card which records 
the sale, name and date. Thereafter, 
if the customer comes in and buys a 
second, third, and fourth pair, he is 
entitled to a successive 50-cent price 
reduction on each pair, until he has 
purchased six, when the full price 
must be paid again. Thus, the $10.95 
shoe costs the customer only $7.95 for 


shoe 
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IDEAS 


the sixth pair. More than 250 cus- 
tomers were on list in 1942 buying 
their complete footwear wardrobes in 
this way, and enjoying the savings as 
much as men to whom 50 cents is a 
large amount of money. 

The store doesn’t lose in any way, 
but actually profits under this plan. 
When the shoe price gets down to 
where there is only a small profit in- 
volved, the store owner suggests the 
customer buy some socks, ties, or a 
sweater, etc., to make it up. All these 
suggestions invariably produce results 
—the man being pleased with his 
“special shoe deal” enough to re- 
spond by buying other merchandise. 

Since beginning on this unusual 
plan, the store has increased its shoe 
volume by 50 per cent and has sold 
an extra $2,000 per year in men’s fur- 
nishings to shoe customers. 


* * * 


Signs of Saving 
Bullock’s of Los Angeles have these 
signs posted in their several shoe de- 
partments: 
ConserVe to SerVe 
GET LONGER SERVICE OUT OF 
YOUR SHOES 
Rest them between wearings. 
Polish them to help preserve and 
keep the leather soft. 
Have heels straightened when they 
begin to wear uneven. 
Protect shoes from scuffing with 
shoe racks and bags. 


* ~ * 


*“Handable” Merchandise 
Makes Sales 


Departmental displays, many of 
them, each one telling its own indi- 
vidual story of usefulness, are vital 
in. stimulating sales, believes A. E. 
Schmidt, Broadway-Hollywood’s (Hol- 
lywood, California) shoe buyer. 

“My dad was an old-time mer- 
chant, but he was always sold on the 
theory of as many open displays as 
practical. For my own part, I per- 
sonally like to trade in places where 
there is an interesting variety of 
goods showing, whether this be a gro- 
cery store or what have you. Our 
department has over 20 table dis- 
plays, with most of them showing 
about a dozen pairs of related styles. 
If just a couple of pairs were shown 
on a table, the display might be quite 
high class, but it would not make a 
woman stop, look, examine and buy. 
If too many shoes are put out, the 
effect is quite junky. These displays 
are constantly being straightened out, 
and that in itself is proof that the 
patrons are handling them. There is 
nothing like plenty of handable mer- 
chandise to turn casual lookers into 
active buyers.” 
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Mountain to Mahomet 

“Now Eastwood shoes are coming 
to you,” the retail shoe store of Wil- 
liam Eastwood & Son Company, 
Rochester, N. Y., announced in an 
advertisement to its suburban cus- 
tomers as gasoline rationing became 
effective in this hitherto unrationed 
territory. 





Now Eastwood Shoes 


are Coming to You! 


are going te cooperate with ow Government in ving os 
little ges es possible for the duration 


when you used te come here in person 


And incidentally, why not buy Wer Bonds and Stemps 
with the gas money you'll seve? 


EASTWOODS 


29 EAST AVENUE 1 WwW MAIN ST 











Customer records come in handy 
during these days of restricted travel 
and this Rochester store maintains 
its out-of-town trade by telling cus- 
tomers to phone in their orders. 


“Things are going to change from 
now on,” the message said. “Gas ra- 
tioning has been introduced to us. 
Eastwood’s out-of-town customers 
aren’t going to be able to visit us as 
frequently as they did before Au- 
gust 22. 

“Frankly, we’re going to miss see- 
ing all you folks from the cities and 
towns of Western New York, which, 
up to now, were easily accessible to 
Rochester. We know that you are 
going to cooperate with the Govern- 
ment in using as little gas as pos- 
sible for the duration. 

“But in the meantime, there’s no 
need of depriving yourselves of the 
pleasure of wearing Eastwood quality 
shoes. If you’re a charge or cash 
customer of ours, we have your size 
on record. When any member of 
your family needs footwear, just drop 
us a post card or letter telling us 
your requirements and we'll see that 
you get what you ordered just as 
promptly as possible. Through the 
medium of the daily newspapers, you 
can follow our advertisements to see 
what Eastwood’s offering is each 
week. These ads will sort of take the 
place of our customary ‘hello’ when 
you used to come here in person.” 


Community Letters for the 
Boys in Service 


It was an electrical shop in Spokane, 
Wash., that got the idea, but it is an 
idea so simple, informal and inex- 
pensive that it seems worth suggest- 
ing to stores and shops over the 
nation. 

Next to getting letters from home, 
the boys in the armed forces probably 
would like to get notes and messages 
from the people with whom they 
worked, from their customers and 
business associates back in the stores 
and offices. 

Three boys from the staff of C. A. 
Duncan, of the Duncan Electric Com- 
pany, are now in the Army. Friends 
and customers dropping into the store, 
often inquire about them. 

Accordingly, Mr. Duncan had three 
sets of sheets prepared, headed “Mes- 
sages for Bob,” or for Tom, or who- 
ever the boy. Anyway a pad or set 
of sheets for each boy. 

Now when anyone inquires about 
Bob, for instance, he is handed a sheet 
and urged to write and sign a few 
words. Even a casual acquaintance 
can write a greeting and have it mean 
a lot when it is read on the high seas 
or some thousands of miles away. 

“Many who would never write a 
personal letter will write a brief greet- 
ing on these sheets,” Mr. Duncan said. 
“We feel sure these community letters 
are going to make our boys feel bet- 
ter. We suggest the idea as a morale 
builder and a slight contribution that 
some of us at home can make.” 

When there are several greetings 
or messages on a pad, the store sees 
that they are mailed and forwarded. 
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Cleaning Up Those Odds 
and Ends 


Victor Rogers of Rogers Shoe Store 
in York, Neb., has developed an ex- 
cellent means of getting rid of slow 
selling odds and ends in a hurry. 
Recently he sold 158 pairs out of 178 
pairs of odds and ends in women’s 
shoes in one day in this town of 5500. 
One woman bought nine pair. These 
shoes were sewed together in pairs 
with carpet warp, so they couldn’t be 
broken apart, and placed in boxes on 
the floor around the store. All shoes 
are sold for a dollar a pair. No shoes 
are fitted, and there are no excep- 
tions, all sales are cash, and all sales 
are final. 

Mr. Rogers reports that this is also 
a good method to dispose of broken 
lots of children’s shoes. However, not 
charging over a dollar a pair. When- 
ever he conducts a sale such as this, 
he does an excellent business on regu- 
lar stock shoes in his store. 












vamp and quarter cut in one piece and 
seamed up the back. 

XV. Extension heel seats, except in 
stitchdown and prewelt shoes. 

XVI. Metal nailheads for studs or 
any metal for decorative purposes. 

XVII. Any sttitching thread made 
from reserved Egyptian cotton (as de- 
fined in Conservation Order M-117) or 
reserved American extra-staple cotton 
(as defined in Conservation Order M- 
197) for any decorative or any non- 
functional purpose. 

2. After September 10, 1942, no per- 
son shall use in the manufacture of any 
footwear any steel shanks of any gauge 
except: 

18 gauge—.045 minimum, 50 carbon 
steel 

21 gauge—.032 minimum, 50 carbon 
steel 

19 gauge—.040 minimum, low carbon 
or basic steel 
unless such shanks were in said per- 
son’s inventory on September 10, 1942 
or were subsequently acquired from a 
producer of steel shanks who had prior 
to September 10, 1942, rolled steel plate 
for shank of a different gauge. 

3. After October 31, 1942, no person 
shall manufacture, or put into process 
any leather or fabric for the manufac- 
ture of, leather boots of any kind ex- 
cept blucher high cut lace boots or cow- 
boy utility boots. 

4. After September 12, 1942, no per- 
son shall put into process any leathers 
or fabrics for the manufacture of foot- 
wear of more than one color—subject 
te unavoidable deviations in shade 
normally experienced in finishing leath- 
ers or dyeing fabrics. This restriction 
shall apply to the color of stitching, 
lacing and binding, but shall not apply 
to the color of linings and soles. 

5. After October 15, 1942, no person 
shall use in the manufacture of foot- 
wear any leather or fabric except leather 
or fabri¢ finished or dyed in accordance 
with paragraph F below: provided, 
however, that nothing herein contained 
shall prevent any person from using 
any leather finished prior to October 16, 
1942, or fabric dyed prior to September 
13, 1942, if he furnishes the Director 
General for Operations with a certifi- 
cate reading as follows: “We have used 
in the manufacture of footwear (descrip- 
tion of leather or fabric and quantity 
used). 

“This leather or fabric was finished 
(or dyed) prior to October 16, 1942 (or 
September 13, 1942).” 

D. RESTRICTION ON STYLING. 
After September 10, 1942, no person 
shall manufacture or put into process 
any leather or fabric for the manufac- 
ture of any footwear of a design and 
construction not utilized by him be- 
tween September 1, 1940 and Septem- 
ber 10, 1942, except footwear made with 
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Shoe Designs Frozen by Conservation Order 


. 
[CONTINUED FROM PAGE 17] 


dies and lasts on order prior to Septem- 
ber 10, 1942: provided, however, that 
changes of design and construction are 
authorized to the extent necessary to 
remove tips, foxings, quarter collars, 
bows, excessively broad welting, metal 
nailheads, decorative metal, straps, 
buckles, pockets, decorative stitching, 
overlay tips, overlay foxings, steel 
shanks, full breasted heels, additional 
colors or excessively broad seam laps 
in order to conform to paragraph C 
above or to modify sole construction as 
required by said paragraph. 

The Director General for Operations 
may make exceptions to this paragraph 
in favor of patterns or designs which 
will conserve leather or other materials. 

E. EXCEPTIONS TO PARA- 
GRAPHS C AND D ABOVE. The 
foregoing prohibitions and restrictions 
of this order shall not apply to: 

1. Footwear the soles of which are 
made wholly from materials other than 
leather or rubber (which may, however, 
utilize leather for hinges or for tabs, 
heel inserts or other non-skid or sound- 
proofing features covering not more 
than 25 per cent of the area of the 
bottom of the sole). 

2. Special types of footwear made 
for the physically deformed or maimed. 

3. Football, baseball, hockey, skating, 
bowling, track and ski shoes and other 
similar footwear designed for use in 
active participation in sports which re- 
quire specially constructed footwear 
for such use. 

4. Footwear forming part of histor- 
ical or other costumes for theatrical 
production. 

F. RESTRICTIONS ON TANNING 
OF UPPER LEATHER AND ON 
DYEING FABRICS FOR FOOT- 
WEAR. 

1. After October 15, 1942, no person 
shall finish any leather for use as upper 
leather except in the following colors 
subject to unavoidable deviations in 
shade normally experienced in finishing 
leathers: 

Black. 

White. 

Turftan, Army Russet, and Town 
Brown, as appearing on the Fall 1942 
Color Card of the Textile Color Card 
Association of the United States, Inc. 

Bluejacket Blue, as appearing on the 
Spring 1942 Color Card of the Textile 
Color Card Association of the United 
States, Inc. 

2. After September 12, 1942, no per- 
son shall color any leather or dye any 
fabric for use in shoe uppers except 
in the colors mentioned in paragraph 
F, Section 1 above subject to unavoid- 
able deviation in shade normally ex- 
perienced in tanning and dyeing. 

3. The restrictions in this paragraph 
shall not apply to the dyeing of fabrics 
for use in padded sole house slippers 
or the tanning or finishing of leather 








for formal evening slippers in gold or 
silver. 

G. GENERAL EXCEPTIONS. The 
prohibitions and restrictions of this 
order shall not apply to footwear to be 
delivered to, or for the account of the 
Army or Navy of the United States, 
the United States Maritime Commis- 
sion, the Panama Canal, the Coast and 
Geodetic Survey, the Coast Guard, the 
Civil Aeronautics Authority, the Na- 
tional Advisory Committee for Aero- 
nautics, the Office for Scientific Re- 
search and Development and the War 
Shipping Administration; or to, or for 
the account of, the government of any 
of the following countries: Belgium, 
China, Czechoslovakia, Free France, 
Greece, Iceland, Netherlands, Norway, 
Poland, Russia, Turkey, United King- 
dom including its Dominions, Crown 
Colonies and Protectorates, and Yugo- 
slavia; or on any contract or purchase 
order placed by any agency of the 
United States Government for foot- 
wear to be delivered to, or for the ac- 
count of the government of any coun- 
try listed above, or any other country, 
including those in the Western Hemi- 
sphere, pursuant to the Act of March 
11th, 1941, entitled “An Act to Promote 
the Defense of the United States (Lend- 
Lease Act).” 

H. RESTRICTIONS RELATING TO 
SALES AND DELIVERIES. 

1. No person shall sell or deliver any 
new footwear, the leather or fabric for 
which was put into process on or after 
October 31, 1942, unless such footwear 
is manufactured in conformity with this 
order. 

2. No tanner or sole cutter shall de- 
liver any leather to any shoe manufac- 
turer if he knows or has reason to be- 
lieve said leather is to be used in viola- 
tion of the terms of this order. 

3. The prohibitions and restrictions 
of this paragraph shall not apply to: 

I. Deliveries of footwear or leather 
by or to any person having temporary 
custody thereof for the sole purpose of 
transportation or public warehousing. 

II. Any bank, banker or trust com- 
pany affecting or participating in a 
sale or delivery of footwear or leather 
solely by reason of the presentation, 
collection, or redemption of any instru- 
ment, whether negotiable or otherwise. 

4. In making sales or deliveries of 
any footwear, no person shall make 
discriminatory cuts in quantity or qual- 
ity between former customers who meet 
such person’s regularly established 
prices, terms and credit requirements, 
or between former customers and his 
own consumption of said footwear. Re- 
duction in sales or deliveries propor- 
tionate with any curtailment in supply 
avalable for non-military use shall not 
constitute a discriminatory cut. 

I. APPEALS. Any person affected 
by this order who considers that com- 
pliance therewith would work any ex- 
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ceptional and unreasonable hardship 
upon him, or that it would result in a 
degree of unemployment which would 
be unreasonably disproportionate com- 
pared with the amount of shoe manu- 
facturing material conserved, or that 
compliance with this order would dis- 
rupt or impair a program of conversion 
from non-defense to defense work, may 
appeal to the War Production Board, 
by letter or telegram, reference M-217, 
setting forth the pertinent facts and the 
reason he considers he is entitled to 
relief. The Director General for Oper- 
ations may thereupon take such action 
as he deems appropriate. 

J. RECORDS. All persons affected 
by this order shall keep and preserve 
for not less than two years accurate 
and complete records concerning inven- 
tories, purchases, production and sales. 

K. REPORTS. Each person affected 
by this order shall execute and file with 
the War Production Board such reports 
and questionnaires as may be required 
by said board from time to time. 


L. COMMUNICATIONS. All re- 
ports required to be filed hereunder, 
and all communications concerning this 
order, shall, unless otherwise directed, 
be addressed to: War Production Board, 
Textile, Clothing and Leather Branch, 
Washington, D. C., Reference M-217. 

M. VIOLATIONS. Any person who 
wilfully violates any provision of this 
order, or who in connection with this 
order, wilfully conceals a material fact 
or furnihhes false information to any 
department or agency of the United 
States, is guilty of a crime, and upon 
conviction may be punished by fine or 
imprisonment. In addition, any such 
person may be prohibited from making 
or obtaining further deliveries of, or 
from processing or using, material 
under priority control and may be de- 
prived of priorities assistance. 

Issued this 10th day of September, 
1942. 

AMORY HOUGHTON, 


Director General for Operations. 





Increase in Skilled Jobs 
Boosts Quality Demand 
[CONTINUED FROM PAGE 23] 


Many new people come to the com- 
munity such as ours, attracted by the 
tremendous number of jobs created by 
the war production work. Having hos- 
tesses calling on these new residents is 
an excellent way of making one’s retail 
business known to them. Local news- 
paper advertising, of course, plays an 
important part in telling all who we 
are, the kind of shoes we carry and the 
service which may be expected. 

In all publicity, this thought is domi- 
nant, “You are on your feet a great 
deal, so must have good, dependable, 
properly fitted shoes.” 

The women’s side of the house has 
benefited directly by the greater pay 
envelopes received through the school’s 
training. Many girls thought they 
could not afford our grades previously. 
Now they feel they cannot afford to 
wear anything else. They are now 
doing a man’s work, getting a man’s 
pay, so a good pair of shoes is one of 
their immediate “must” purchases. 

Shoe retailers in this vicinity really 
owe a debt of gratitude to the Santa 
Monica Board of Education and to the 
Samotech management for their joint 
contribution in raising the living stand- 
ards of our community. Similar con- 
ditions are to be found, no doubt, in 
many defense areas, creating an oppor- 
tunity for shoe merchants to promote 
quality and educate customers to ap- 
preciate better grade footwear. 


Form Committee for 


Distributive Education 


LOUISVILLE, Ky.—In an effort to re- 
lieve shortage of trained workers in 
retail stores, appointment of three 
Louisvillians to serve on a six-man 
State advisory committee for distribu- 
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tive education in Kentucky was an- 
nounced recently by Dr. Ralph H. 
Woods, state director of vocational 
education. 

The committee is to consult with the 
State Division of Vocational Education 
regarding operation of the distributive 
education program in the state, which 
is concerned with training those en- 
gaged in occupations in wholesale and 
retail trade. : 

During the last year, Dr. Woods 
pointed out, 3,170 persons have been 
enrolled in adult night classes in 
twenty-six centers, studying such cour- 
ses as advertising for small store own- 
ers, show card and price card lettering, 
business speech for sales people, ac- 
counting for small store owners, and 
courses for executives on training of 
employees. To help retailers with these 
and other problems, Dr. Woods added, 
classes are established in stores, school- 
rooms or other suitable places and usu- 
ally are sponsored by local boards of 
education in co-operation with the State 
Division of Vocational Education. The 
classes are directly under the super- 
vision of W. Maurice Baker, head of 
the department of distributive educa- 
tion of the University of Kentucky. 


Shoe Firm Holds Open House 


Dover, N. H.—More than 1000 per- 
sons attended an “open house” held 
here by the Miller-Hermer Shoe Co., 
which has started manufacturing shoes 
in a city-owned factory. 

The visitors were greeted by Moe 
Miller and Henry Hermer, owners of 
the concern; Joseph Coonors, super- 
intendent; F. Clyde Keefe, mayor of 
Dover, and Chairman Joel T. Shep- 
pard and other members of the Dover 
Mill Committee. 

The firm, which moved to Dover 
from Salmon Falls, started with about 
530 employees and a daily production 
of 5400 pairs of shoes. 








NO LIMIT TO WHAT 
YOU CAN EARN UNDER 
PROFIT-SHARING PLAN 


C. H. McQUILLIN 
Manager 


HEALTH SPOT SHOE SHOP 
804 Walnut St. 
Des Moines 


The .kind of success that Mr. 
McQuillin is enjoying shows 
that he is making the most of a 
splendid opportunity. His in- 
creased earnings prove that the 
Health Spot Shoe Shop profit- 
sharing plan is indeed liberal. 


Under this plan, there is a rez! 
incentive to make full use of 
your ability. The more you put 
into your job, the more you get 
out of it in the form of bigger 
earnings for yourself. 


The steady increase in this 
store’s volume attests to Mr. 
McQuillin’s ability and demon- 
strates how a man can make a 
business grow when he is happy 
and satisfied. 


You have the same opportunity 
as the many Health Spot Shoe 
Shop operators all over the 
country who are enjoying the 
best-paying jobs of their shoe- 
selling careers. 


NO INVESTMENT REQUIRED! 


You have nothing to invest, yet 
you receive a salary and a nice 
share in the profits. 


If you recognize this as the op- 
portunity you've been waiting 
for, send for an application 
blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 














BLISTERING PAVEMENTS 


The sun’s heat from without—foot heat from 
within, cannot weaken, crack or cause changes 


in the shape, of toes formed with CELASTIC. 





BLUSTERING DAYS 


Hard usage, soakings, natural foot moisture 
are successfully resisted by CELASTIC. Linings 
always are smooth, free of wrinkles. 


CELASTIC ADDS TO 
HIS FOOT COMFORT 


Crxastic is a positive means of adding a 
comfort element to footwear. As the shoe is 
made, this solution-softened box toe conforms 
to the contour of the last. In the wearing, that 
lasted contour is maintained—with pleasing re- 
sults. Inside the “box” formed by CELASTIC, 
toe activity remains free from the interference 
or discomfort of loose linings. Maintenance 
of the outside contour preserves a newer, 
trimmer appearance during the entire time 
that Matched Pairs are In Action. 


Why Celastic Stands the Test of Wear 


Strength and lightness are inherent CELASTIC 
qualities. In its softened state the plastic in 
CELASTIC unites with the lining and doubler. 
The result is a permanently fused, three-ply unit 
assuring a firm,resilient box and a flexible tip line. 





UNITED SHCE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 




















SWEET MUSIC 


é 


FROM A PROFIT STANDPOINT 


Thousands of successful merchants will 
tell you that the effect of a new ZOURI 
Store Front is really sweet music —from 
a profit standpoint! For the attractive 
appearance and increased attention 
value actually stop the shoppers — pull 
them in—boost sales to new peaks. And 
you can be sure that a ZOURI Store 
Front will safeguard your competitive 
position “for the duration’—and many 
more years to come. It's a sound in- 


vestment from every angle. 


—while most Zouri dealers 
CT) OW; still have ample stocks on 
o hand. Send coupon belowl 
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WRITE FOR STORE FRONT BOOKLET FRO NTS 


Zouri Store Fronts, Niles, Michigan 

Rush my copy of the new illustrated booklet on Zouri Store Fronts | 
° B-9 

NAME Sbcciiaabiigii 

ADDRESS 


ae 





Washington Newsreel 


[CONTINUED FROM PAGE 14] 


DISSOLUTION of the Retailers’ Advisory Committee, 
an organization formed two years ago by the retail 
industry to fight inflation and to cooperate with war 
agencies, was announced September 2 by Fred Lazarus, 
Jr., Columbus, Ohio, chairman. 

The committee informed Leon Henderson, Adminis- 
trator of OPA, of its action, in a formal letter, reviewing 
the work it had done in cooperation with his office. It 
was pointed out that a new and more all inclusive organ- 
ization of merchants and trade association executives 
had been set up by the industry, at the suggestion of 
the Retailers’ Advisory Committee, to cooperate with 
war agencies. 

The American Retail Federation of which David R. 
Craig is president is acting as the coordinating agency 
for the merchants and their trade associations, the 
announcement said. The new organization is known as 
the Central Committee and has working under it 16 
special committees, each staffed with experts capable of 
dealing with retail problems. 

“We want to express our admiration for the fight 
you have made on inflation,” the committee letter to 
Mr. Henderson said. “It has been a privilege to share 
some of the responsibility of this fight with you and to 
assume some of the burden of it. The committee feels 
that the nation owes a debt of gratitude to you for the 
high sense of public morality you have shown and for 
the courage that you have put into one of the greatest 
battles that had to be fought on the home front.” 

“We recall with satisfaction your often repeated pub- 
lic statements that the retail industry has been more 
acutely aware of the dangers of inflation than any other 
group,” Mr. Lazarus continued in the committee letter 
to Mr. Henderson. “On our side we point to the fact 
that in the 35 months before GMPR was issued, retail 
prices rose only 17.6 per cent, slightly half the.rate of 
advance at the wholesale level. This was the result of 
our refusal to go to a replacement pricing basis in a 
period of rising costs. This, also, you have generously 
acknowledged in your testimony before Congressional 


committees.” 


RETAIL prices for footballs, basketballs, and certain 
other sporting goods used in the Fall season will be 
substantially reduced as a result of agreements made 
with OPA by four leading manufacturers of sporting 
goods to rescind part of their price increases. 

The agreements became effective July 8, 1942, and 
reduced the manufacturers’ prices to distributors and 
the actual or suggested trade or consumers’ prices. Since 
manufacturers’ prices from January, 1942, have been 
at levels 5 to 30 per cent above October, 1941, OPA 
pointed out that the actions effect a substantial reduc- 
tion in price to distributors and dealers. 
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WPB Approves Inventory Regulation Plan 


Quarterly Inventory and Sales Reports to Be Required, but 
Exemption of Firms with Sales under $100,000 


Annually Is Recommended 


WASHINGTON, D. C.—The War Pro- 
duction Board has approved a plan to 
regulate inventories of finished civilian 
goods in the hands of wholesalers and 
retailers, Chairman Donald M. Nelson 
announced on Sept. 5. 

The program, Mr. Nelson said, will 
contribute towards an equitable distri- 
bution of inventories throughout the 
country and can be accomplished 
through sound merchandising opera- 
tions without unnecessary hardship or 
difficulties. 

Acting on the basis of recommenda- 
tions of the special Wholesale and 
Retail Inventory Policy Committee of 
the Office of Civilian Supply, which 
undertook a six weeks’ investigation of 
civilian goods inventory problems 
throughout the country, Mr. Nelson 
said that WPB is working on two steps 
looking toward the balancing and lim- 
iting of all wholesale and retail inven- 
tories. They are: 

1. The issuance of an order requir- 
ing quarterly inventory and _ sales 
reports, accompanied by a statement 
of what the War Production Board 
considers to be a “normal” inventory. 
That inventory for each concern would 
be its present total-company stock re- 
lated to its current rate of sales in the 
Same proportion as stock was to sales 
in the corresponding quarter of the 
years 1939-40-41 averaged. 

2. The development of a second order, 
for possible use if an analysis of the 
reports discloses a need for such formal 
control and enforcement in order to 
maintain “normal” inventories, along 
the lines recommended by the special 
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committee. The committee recommend- 
ed that any such order, if issued, should 
become effective about the first of the 
year unless the information revealed 
by the quarterly inventory and sales 
reports indicates that sufficient progress 
has been made voluntarily by distribu- 
tors themselves toward the govern- 
ment’s objectives. 

At the same time, Mr. Nelson an- 
nounced WPB approval of another phase 
of the committee’s report calling for 
quarterly inventory and sales reports 
by manufacturers of finished civilian 
goods, and for an immediate inquiry 
into and testing of the applicability of 
some form of limitation to manufac- 
turers’ inventories. 

“Such action is deemed essential as 
the committee seriously questions the 
effectiveness of any plan limiting whole- 
sale and retail inventories which does 
not include those of manufacturers,” 
the report states. “This doubt is caused 
by the wide extent of vertical integra- 
tion of wholesaling and retailing with 
manufacturing and by the likelihood of 
informal or secret stock-carrying ar- 
rangements.” 

The special committee, which was set 
up by Joseph L. Weiner, Deputy Di- 
rector of the Office of Civilian Supply, 
consulted more than two hundred mer- 
chants and manufacturers throughout 
the country and studied letters on the 
subject from hundreds more. Confer- 
ences were held in Washington, New 
York, Chicago and Pittsburgh. In ad- 
dition to special tabulations of current 
census and other governmental data, 

[TURN TO PAGE 41, PLEASE] 


July Shoe Production Up 


WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, for July, 1942, totaled 41,488,- 
779 pairs, according to a release by the 
Department of Commerce, Bureau of 
the Census. This represents an_ in- 
crease of 4.7eover June, 1942, produc- 
tion and a decrease of 83 per cent 


PRODUCTION OF BOOTS. SHOES, AND 
SLIPPERS. OTHER THAN RUBBER 


way a2 














compared with July, 1941. Production 
for January through July, 1942, 
amounted to 292,431,740 pairs, 0.8 per 
cent lower than production for the 
same period in 1941. 

Production of government shoes, in- 
cluding both dress and work types, 
amounted to 3,667,552 pairs in July, a 
slight decrease from the 3,674,735 
pairs produced in June, but a decided 
increase over 1,215,420 pairs manufac- 
tured in July a year ago. Production 
of these shoes for the seven month 
period January through July totaled 
22,326,804 pairs, 171.6 per cent higher 
than the figure for that period a year 
ago. 

[TURN TO PAGE 39, PLEASE] 
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Intensive Promotion of Shoes for Men 





Chicago Stores Go All-Out in Featuring Men’s Lines. Back-to- 


College Shoes Lead; 


Military Types Also 


Receive Emphasis 


Cuicaco—Thus far, the war has not 
lessened men’s shoe promotions in the 
Chicago area. In fact there appears to 
be more energetic and unusual promo- 
tion than at any other time. Local 
stores and shops have placed consider- 
able emphasis this Fall on back-to- 
college shoes, this being about the only 
novelty promotion field left open to the 
retail shoe field. The rest of the pro- 
motions are devoted largely to military 
style shoes, the general theme stressing 
that styles now being shown are ac- 
ceptable for both military and civilian 
wear. 

Outstanding in this dual type of pro- 
motion have been the Florsheim Shoe 
Company windows showing collections 
of military style shoes with a large 
sign across the window reading, “You 
Can Take Them With You.” O’Connor 
& Goldberg, which each Fall stages an 
outstanding men’s promotion is featur- 
ing “O G Commandos,” shoes styled 
in the military manner and with triple 
soles. Maurice L. Rothschild has been 
running a series of advertisements of 
officers’ shoes, usually teamed with ad- 
vertisements of officers’ caps or other 
uniform apparel. This same firm is 
also showing shoes as suitable both for 
officers and civilians. “No wonder 
they’re favorites with Army officers, 
flying officers and civilians,” reads the 
promotion on one comfort type shoe. 
“Not a Military Secret” is one of the 
themes used by The Hub in shoes for 
both soldiers and civilians. This firm 
is also featuring “Tobacco Brown” in 
its Chicagoan shoe and refers to it as 
“a hand-rubbed color exclusive with 
us.” 

Marshall Field & Company have a 
regular uniform department and in- 
clude shoes in most of their uniform 
offerings. One or two windows in the 
Store for Men are usually devoted to 
shoes and uniforms. “Military Smart- 
ness for Men in Service and for Ci- 
vilians” is the theme used in other 
showings. Legend on one grouping 
read, “Here are shoes that meet mili- 
tary regulations with distinction. Civi- 
lians will also want them for their 
trimness, comfort and sturdiness. Ex- 
tra-weight soles. Highly polished, veal, 
boot-weight uppers.” A strap model, a 
plain toe blucher, a Scotch ‘grain 
stitched-tip blucher and a washable 
non-skid shower mule were included in 
this showing. Other promotions by this 
store stress the importance of good 
quality and value in purchases. One of 
these was devoted entirely to brogues 
featured in a variety of colors from 
dark mahogany to lighter tans. 

Field’s has also been doing an out- 
standing job in merchandising shoes 
for campus wear. On the second floor 
of the Store for Men, where the shoe 
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department is located, there is a special 
display of college clothes. Suggested 
shoes in the various collections included 
a pair of brown calf brogues with flex- 
ible waterproof nap soles, a pair of 
straight-tip oxfords in black or brown 
Seotch grain and moccasin-type bluch- 
ers with heavy nap soles and storm 
welts. 

The Hub, which also caters to a 
large college trade, offers the standard 
saddle cxford and a moccasin-type 
blucher as “the outstanding campus 
couple.” Description refers to them as 
“Most likely to go places on campus 
this famous saddle oxford of white elk 
tanned with black rubber soles . . . and 
a husky room blucher featuring hand- 
boarded uppers and overweight soles.” 


Appointed Michigan 
Representative 


DETROIT, MICH.—Midland Shoe Corp. 
of New York have appointed Herman 
Lipkin, formerly of Miami, as their 
Michigan representative. Mr. Lipkin 
*has his headquarters at Hotel Webster 
Hall, Detroit. 


Declare Quarterly Dividend 


New YorkK.—At the regular meeting 
of the board of directors of Compo 
Shoe Machinery Corporation, held in 
New York recently, the regular quar- 
terly dividend of 62%c per share was 
declared on the $2.50 Convertible 
Cumulative preferred stock, and 15c 
per share declared on the common. 

Two quarterly payments of 25¢ pe) 
share have been paid on the commor 
stock during the current year thereby 
bringing total payments to date to 65« 
per share. In view of unsettled busi- 
ness conditions, especially with respect 
to the shoe industry, and the effect 
thereon of various government restric- 
tions, the directors felt that their ac- 
tion was in the best interest of the 
stockholders pending further clarifica- 
tion of business conditions. 

Net income of the company for the 
six months ended June 30, 1942, 
amounted to $311,738.05 before federal 
income and excess-profits taxes; this 
compares with $248,491.06 for the six 
months ended June 30, 1941. Work- 
ing capital at June 30, 1942, amounted 
to $716,323.06 as compared with $659,- 
121.96 at June 30, 1941. 

The directors are pleased to an- 
nounce that Marshall Mundheim, one 
of the directors of the company, has 
been commissioned a first lieutenant in 
the Army Air Force. 





Recorder Is Dynamite But Didn’t Do This 


St Rie ints” 


Samuel Meyer, proprietor of the Health Spot Shoe Shop, 764 Third Avenue, New 
York City, was walking toward the front of the store on Friday morning of last 
week to place a “News Picture of the Week" which he had clipped from BOOT 
AND SHOE RECORDER in the window as a display feature, when a terrific explosion 
rocked the building. Front windows and window frames were blown out into the 
street, as were the rear windows which face on a court of the Buchanan Apart- 
ments, in which the store is located. Explosion was due to the ignition of gas in 
one of the apartments above, where a woman had ended her life by asphyxiation 
some hours before. A spark from a doorbell ignited the gas, and the maid who 
touched the button to ring the bell died of injuries. Photo shows Mr. Meyer, who 
fortunately escaped injury, pointing to broken glass in the front window. 
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Actual Size after 1” Top 
(gummed) Folds over 
Top Edge of Carton. 





For Posting Your 
CEILING PRICES 
(also your selling prices) 
for EACH STOCK NUMBER 


on your 


5 4 ; 4 CARTONS 
i aa 
= = You Thus Maintain a 
Visual and Factual 
Record for Official 
Checking Against 
Wholesale Invoices; 
handy for filing with 
your duplicate sales 


* 


50c per Gross 
$2.50 per 1000 
$6.75 per 3000 
$11.25 per 5000 


Check with Order 
Unless C.0.D. Preferred 


* 


MERCHANTS SERVICE DEPT. 
209 S. State Street 
Chicago, Ill. 
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July Shoe Production Up 


[CONTINUED FROM PAGE 37] 


A total of 8,574,496 pairs of men’s 
dress and work shoes was produced in 
July, compared with 8,310,617 pairs in 
June and 9,291,397 pairs in July, 1941. 
Production for the first seven months 
of 1942 reached 64,050,294 pairs, 5.5 
per cent lower than the figure for the 
same period in 1941. 

Youths’ and boys’ shoe production in 
July amounted to 1,571,596 pairs, an 
increase over the 1,459,159 pairs pro- 
duced in June, but a drop from the 
1,824,745 pairs which were produced 
in July, 1941. For the seven months 
since the beginning of the year a total 
of 10,285,231 pairs- was produced, a 
decrease of 4.8 per cent from the same 
period last year. 

Women’s shoe production in July 
came to 16,217,357 pairs, higher than 
the 14,245,051 pairs produced in June, 
but lower than the 18,078,844 pairs 
which were made in July a year ago. 
Production for January through July 
of these shoes was 111,302,595 pairs, 
again a decrease of 2.6 per cent from 
the figure reached the preceding year. 

The 3,595,063 pairs of misses’ and 
children’s shoes which were manufac- 
tured in July represented a decrease 
from the 3,602,659 pairs made in June 
and from the 4,251,184 pairs which 
were manufactured in July, 1941. A 
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total of 25,516,593 pairs was the seven 
month figure, 9.1 per cent lower than 
that for the same period a year ago. 

Infants’ shoe production in July 
amounted to 2,151,453 pairs, higher 
than the figure of 2,123,627 pairs pro- 
duced in June, but lower than the 2,- 
557,660 pair figure produced in July, 
1941. The figure of 15,348,608 pairs 
which were produced in the January 
through July period was 5.5 per cent 
lower than the amount produced in the 
same period last year. 


New England Shoe 
Production Down 


Boston, Mass.—Analysis by the New 
England Shoe and Leather Association 
of figures released by the United States 
Bureau of the Census shows that dur- 
ing July the three New England shoe 
states produced a total of 14,113,815 
pairs of shoes, a decrease of ten per 
cent from July, 1941. The decrease by 
states was: Massachusetts, 11 per cent; 
and Maine, 22 per cent. New Hamp- 
shire showed an increase of two per 
cent. 

“New York,” says the association’s 
release, “led all shoe states in produc- 
tion this month with a total of 8,019,517 
pairs, followed by Massachusetts with 
an output of 7,724,827 pairs. 

“For the seven months period, Jan- 
uary-July, the New England shoe states 


It Is Up To You! 


MERICAN women are rallying to: “Conserve! 
Waste not! Do with less! To help win the war!” 
The thoughtful shoe retailer is serving them accordingly. 
Stocking and selling shoes that fit well, wear long. Bellaire 
dealers everywhere are featuring cushion-comfort BeLLaire 
Suoes, fitting them carefully, selling them rapidly. Com- 
PORTABLES, for work and duty, Bellaire’s FoorLoose Shoes 
for work and relaxation. A fine instock line designed to 
help today’s women “Keep Their Feet” and stand up 
comfortably to their jobs. 


W rite for Fall 1942 Catalog 
of In-Stock Styles 


55, TO 56 
RETAILERS 


* 





BELLAIRE SHOE COMPANY. fF 
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produces 101,549,386 pairs, a decrease 
of 2 per cent from the same period a 
year ago. Massachusetts’ shoe output 
was 0.8 per cent greater during this 
period and New Hampghire showed a 
gain of 2 per cent, while Maine’s output 
dropped 11 per cent during this period. 
“The Massachusetts shoe industry 
employed approximately 40,000 workers 
during July and the average amount of 
total weekly wages paid them amounted 
to $858,025, according to the Associa- 
tion’s analysis of the indices of the 
Massachusetts Department of Labor 
and Industries. This represented a de- 
crease of 11 per cent in employment 
and an increase of 0.5 per cent in pay- 
rolls over the same month last year.” 


Joins Browne-Tilt 


St. Louis, Mo.—Wm. H. Hinson, well 
known in shoe pattern and manufac- 
turing circles, recently became asso- 
ciated with Browne-Tilt, Inc., pattern 
makers, here. Mr. Hinson has been 
elected vice-president and secretary of 
the company and will have charge of 
the production end of the business. He 
comes to his new connection with a 
well-rounded background in pattern 
making, having been in this field for 
the past twenty-five years both in the 
East and in the St. Louis district. 
Harold Browne continues in charge of 
sales, promotion and styling in the new 
setup. 
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Workshoes 
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— MEN'S & BOYS WORK SHOES 


Shade 


Honest Value 

In Every Pate 

ROBERTS-HART, INC. 
KEENE, N. H. 
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Field Boots 
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Boost Sales with 


The Shoe of The Year 


An Asco Boot Value! 
@ Selected Elk Uprers 


$3.25 @ Custom Bilt Stylin 
—— © Narrow Heel Lests 


@ Made in Brown and 
B ack 






In Stock For At Once Deliver, 
Ladies’ Sizes 3-9 


Also made in men's 
sizes 6-12 


Stvle 846 STYLE 940..... $4.40 
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Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 
Te retail at Combination soles 
$2.95 $3.95 Right foot 
-95 up. Rubber sole 
Rubber hee! 
Left foot 
Leather sole 
Rubber hee) 
Write for 
catalogue 


BROOKS SHOE MFG. CO. 
58th & Market Sts., Philadelphia 
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Lounge Abouts 
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MEN'S ZIPPER OXFORD 
LOUNGE IN COMFORT 
@ LEATHER SOLES 

© NEW PATTERN 
@ RUBBER HEELS 
@ PERFECT FIT 


STYLE 1259 is - 2 
SEND FOR CATALOG 










THE ARNOFF SHOE CO., 101 Duane St.,N.Y. | 
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Clever Cartoon Points a Moral 





IT 
CANK 


HAPPEN 









































The clever and interesting cartoon above appeared on the front cover of the 
August 25th issue of the Jarman Journal. Graphically and amusingly it tells of 
the plight of the retailer Uoy, who waited until the last minute to send in reorders 
on his stock shoes, and, because of transportation and freight priorities, had to 
wait for shipments of his shoes until shipments of war materials were completed. 





To Enforce Price Posting 
By Repairmen 


New YorK—The provisions set up by 
the Office of Price Administration by 
which the public may be quickly in- 
formed of prices for attaching “Vic- 
tory” rubber heels are not being obeyed 
and for this reason the effort of OPA 
to assist both shoe repairers and the 
public is being hampered, it was re- 
ported recently by W. V. Dunn, rubber 
specialist in the New York Regional 
Office of OPA. 

The regulation under which ceilings 
are set on the new “Victory” heels pro- 
vides, among other things, that repair- 
men must post their maximum prices 
for all shoe repairs in which they use 
any of the rubber products listed in the 
price schedule. A check of mid-town 
Manhattan and of Queens disclosed 
that prices had not been posted. This 
occurred in spite of the fact that OPA 
had mailed 64,000 copies of the prices 
for the purpose of assisting repairmen 
in posting proper prices. The check 
showed that the mailings were in pos- 
session of the repairman but that they 






had not posted prices, and many of 
them had little or no knowledge of the 
schedule. 

Mr. Dunn said that the posting re- 
quirement has the full force of law, 
and that violation may subject repair- 
men to various legal sanctions, among 
which are suspension of licenses to do 
business, criminal proceedings leading 
to fines and imprisonment, and various 
civil actions. He warned that continued 
ignoring of the provision would prob- 
ably lead to speedy action by the OPA 
enforcement division. 





Basketball Shoes and 
Overshoes for the Army 


Boston, Mass.—Continuing its pro- 
gram of buying small quantities of 
black basketball shoes, the army an- 
nounces, through the Boston Quarter- 
master Depot, that a contract has been 
awarded to the United States Rubbe 
Ccmpany to make 1750 more pairs of 
this type of footwear. One hundred 
pairs of low-quarter overshoes are t> 
be made, also, by the Hood Ru->be 
Company. 
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WPB Approves Inventory 
Regulation Plan 


[CONTINUED FROM PAGE 37] 


the committee analyzed the result of 
special surveys conducted by two private 
research and statistical agencies and by 
a number of trade organizations. 

Members of the committee, who 
worked directly under the supervision 
of Reavis Cox, Chief of the Services 
Programs Branch of the Office of Civil- 
ian Supply, are: 

Eaton V. W. Read, chairman, Chief 
of the Wholesale and Retail Policy Sec- 
tion of the Office of Civilian Supply; 
Irwin D. Wolf, vice-president of Kauf- 
mann’s, Pittsburgh, and John A. Don- 
aldson, vice-president and treasurer of 
Butler Brothers, Chicago. 

A simple plan of inventory limita- 
tion is essential, the committee declared, 
in order to assure a “steady, uninter- 
rupted flow of available civilian goods 
from manufacturers to the consuming 
public.” During the course of its stu- 
dies, the committee found that “al- 
though excess inventories are now in 
process of reduction, there are indica- 
tions that abnormal advance buying and 
attempted accumulation of inventories 
will again take place in many lines of 
merchandise during the ménths ahead.” 

The committee recommended two gen- 
eral exemptions from the plan: 

1. Any manufacturer or merchant 
regardless of type of business whose 
total sales for the twelve-month period 
ending Sept. 30, 1942 (or the end of 
any subsequent month) were less than 
$100,000 or whose inventory on the 
same date was less than $25,000 at cost 
value. 

2. Regardless of size of volume: 
Merchants primarily engaged in the 
food business, eating and drinking 
places, second-hand stores, florist shops, 
antique shops, service establishments, 
steel or other raw metal warehouses, 
dealers in motor vehicles or replace- 
ment parts, hay, grain and feed stores, 
farm implement dealers, and merchants 
handling fuel oil, coal and other kinds 
of fuel; manufacturers of food prod- 
ucts, agricultural implements, motor 
vehicles or replacement parts, and re- 
finers or processors of petroleum prod- 
ucts. 

The reporting stage of the program 
would consist of collecting, analyzing 
and interpreting the inventory and 
sales data of merchants and manufac- 
turers in order to provide information 
on inventory-sales relationships dur- 
ing the base period, permit comparison 
of the current inventory-sales relation- 
ships with those of the base period, and 
allow time to study the administrative 
problems that would be connected with 
any plan for a formal inventory limi- 
tation order. 

The second stage of the treatment of 
the problem, if the analysis of the re- 
ports shows that it is necessary, would 
involve actual installation and adminis- 
tration of a limitation order. The com- 
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Dates to Remember 


Monthly Shoe Show, Michigan 
Shoe _ Travelers’ Association, 
Hotel Statler, Detroit, Mich. 

September 14, 15, 1942 

N.S.R.A. Spring Style Conference 
and Showing of American Leath- 
ers, Waldorf-Astoria Hotel, New 
York. September 16, 17, 1942 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, 
Morrison Hotel, Chieago, Il. 

September 28, 29, 1942 

Annual Meeting of the Tanners’ 
Council of America, Waldorf- 
Astoria Hotel, New York. 

October 14, 15, 1942 

Shoe Manufacturers’ Spring Open- 
ing, Hotel New Yorker, New 

ork. 

- October 18, 19, 20, 21, 1942 

National Shee Fair, Hotels Mor- 
rison, Palmer House and Sher- 
man, Chicago, Illinois. 

November 2, 3, 4, 5, 1942 

Michigan Annual Shoe Fair, De- 
troit, Michigan. 

November 8, 9, 10, 1942 

Spring Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa. 

November 15, 16, 17, 1942 

Style Show and Market Season, 
Southwestern Shoe Travelers’ 
Association, Adolphus Hotel, 
Dallas, Texas. 

November 15, 16, 17, 18, 1942 

Annual Buyers’ Week and Style 
Show, Indiana Shoe Travelers’ 
Association, Claypool Hotel, In- 
dianapolis, Ind. 

November 29, 30, December 1, 1942 





mittee recommended that 
order is decided upon, it become effec- 
tive at the end of the quarter beginning 
Dec. 1, 1942, Jan. 1, 1943, or Feb. 1, 
1943, the exact date depending upon 
an “inventory reporting year” selected 
by each merchant. 


Correction 


The price of the Lounge About ox- 
ford advertised by Arnoff Shoe Com- 
pany, New York, in the September 5th 
issue of the RECORDER, was given as 
$1.00 per pair. This was an error; the 
copy should have read $1.90 per pair. 


Doyle Shoe Co. 
Reelects Officers 


BrROocKTON, MAss.—At a recent meet- 
ing of the Doyle Shoe Company, Al- 
bert P. Doyle was elected director of 
the company. All other officers were 
re-elected. 

William E. Doyle, Jr., is president; 
Donald C. Doyle, vice-president and 
assistant treasurer; William E. Doyle, 
Sr., founder of the company is treas- 
urer; Albert P. Doyle, the new direc- 
tor, is the youngest son of the founder. 

William, Jr., is now in training at 
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STEEL TOE 
SAFETY SHOES 
and 


POPULAR PRICED 
WORK SHOES 
Carried in Stock 


GOODWILL SHOE 
COMPANY 
Holliston, Massachusetts 
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Outdoor Footwear 
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HICUTS AND 
HUNTING BOOTS 


Genuine Goodyear 
Welt Construction 
IN STOCK 
STYLE 2812— 
12" High 
STYLE 2816— 
16" High 


No. 2816—Men's Oil 
Treated Eskimo Calf 
Upper Stock, Mocca- 
sin Toe. 2 Double 
Stitched Heavy Duty 
Leather Outsoles. 


Buy Now Before Rationing of Heavy 


Footwear Depletes Our Stock 
Send for Catalog—Asco Athletic Footwear 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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Innersoles 
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NEWFLEX 


Play the pigs “A 
and not the nags, 
You'll have more money 
in the bags. 


EDGAR S. KIEFER TAN 
TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. # BOSTON, 42 UNCOUN ST. 


PIGSKIN 


INNERSOLES » COUNTERS: WELTING 


the naval training school at Cornell 
University. He has been commissioned 
an ensign in the U. S. N. R. Donald has 
been in the Army for the past year. 
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St. Louis Jobs 
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f CURRENT CANCELLATIONS 
JOBS AND SAMPLES 
We are the largest distributors of top- 
grade current shoes from 15 of the lead- 
ing St. Louis -~me A 


AT-A-PRICE 
MEN’S — WOMEN’ = — CHILDREN’S 
M. K. WEIL SHOE CO. 
\ 1326 Washington Ave., St. Louis, Mo. J 
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Jobs 
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OUR SPECIALTY | 
Job shoes from the best factories 


BETT SHOE CO., INC. 


58 N. Fourth St. 
PHILADELPHIA, PA. 
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Slippers 
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IN STOCK 


For Immediate Delivery 
Men's Antiqued Elk Loafer Slippers; alse Women’s 
and Children’s Sheep Wool Lined Bootees. All 
Slippers made on a Prewelt Process with Oak 
Leather Soles and Rubber Heels. 


NASHUA SLIPPER COMPANY 
LOWELL, MASS. 
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Western Boots 
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MEN'S & WOMEN'S 3 
COLOR COMBINATION 


@ Choice Elk Uppers 

@ Pegged Shanks 

@ Fancy Inlays 

@ Goodyear Welt 

@ Leather Lining 





LADIES’ ...$5.45 
MEN'S .... 5.75 | 


IN STOCK 
FOR 
IMMEDIATE DELIVERY 
Send for Catalog—Also Athletic Footwear 


ARNOFF SHOE CO., INC., 101 Duane St.,N.Y.C | 
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Process Simulates Woven Shoe Designs 






Milwaukee, Wis.—The patented punched and embossed shoe, simulating woven 

designs, featured for the past two years by popular priced manufacturers, is 

growing in popularity. The process lends itself to any pattern or construction. 

It is possible to use almost any leather which is available, and since the manufac- 

turers cut and process their own uppers, they can thus produce shoes which have 

style appeal and are individual. Manufacturers can feature their own woven 
designs with this process. 





Over 50 Firms to Exhibit 
At Allied Group Showing 


New YorkK—The 11th Semi-Annual 
Allied Shoe Products and Style Exhibit 
will open on Wednesday, September 
16th, at the Hotel Belmont Plaza, 49th 
Street and Lexington Avenue, this city. 
Commencing on the same day as the 
N.S.R.A. Style Conference and Leather 
Opening for Spring by the Tanners 


. Council group at the Waldorf-Astoria, 


the Allied Show will continue through 
the usual three-day session to Friday 
evening at six P.M., September .18th. 


The unusual conditions confronting 
the industry as this, the second war- 
time showing on the part of the allied 
trades group since Pearl Harbor, gets 
under way, make it the most vital and 
timely exhibit yet held. Piecing to- 
gether the pattern of future shoe pro- 
duction, and more particularly for the 
new Spring season is now the big prob- 
lem for shoe manufacturers, their buy- 
ing and styling executives, to handle. 

Again an impressive array of na- 
tionally known firms will show their 
various lines for Spring. Three floors 
in the hotel will be devoted to the show- 
ing of new styles (pullovers and sketch- 
es), lasts, products, substitutes, and 
many vital services. Visitors can in- 
spect these lines with the minimum loss 
of time and effort. It is expected that 
this coming official group showing on 
the part of the Allied trades will aid 
considerably in the program of intel- 
ligent advance planning by shoe manu- 
facturers for the months ahead. 


The following is the list of firms 
exhibiting at the Belmont Plaza during 
this show: Acme Backing Corp., Brook- 
lyn, N. Y.; American Rubber Products 


Corp., New York, N. Y.; American Stay 
Co., East Boston, Mass.; Armstrong 
Cork Co., Lancaster, Penna.; George 
Atchue, New York City; Atlantic Tub- 
ing & Rubber Co., New York City; 
Baldwin Rubber Company, New York 
City; Barth Binding Company, Brook- 
lyn, N. Y.; Geo. E. Belcher Last Co., 
Stoughton, Mass.; Ben-Berk Shoe 
Styles, New York City; Berte Shoe 
Styles, New York City; Irving Block 
Styles, New York City; Bootone Polish 
Co., Lindenhurst, L. I.; Bowcraft, Inc., 
New York City; Castle Trimming Co., 
Inc., New York City; Canada Last Co., 
Ltd., Preston, Ont., Canada; I. L. Cra- 
covaner, New York City; Cutting Room 
Appliances Corp., New York City; L. 
Drexsage Co., New York City; Daetsch 
& Woodward, Inc., Brooklyn, N. Y.; 
Fells Mfg. Company, Melrose, Mass.; 
Frankenthaler Ribbons, Inc., New York 
City; Haley-Cate-Rockwood Co., Inc., 
Everett, Mass.; Hockmeyer Bros., Inc., 
New York City; Homasote Co., Indus- 
trial Division, Trenton, N. J.; Jaypaco 
Company, New York City; Curt Kliche 
Style Studio, Flushing, L. I.; Latex 
Process Co., Inc., New York City; Al 
Lewis Shoe Styles, New York City; 
Lipp & Hirsch, Inc., New York City; 
Lorman Shoe Stylist, New York City; 
Lowell Counter Company, Lowell, 
Mass.; Lynn Innersole Company, Lynn, 
Mass.; Maas & Waldstein Company, 
Newark, N. J.; H. D. Mendelsohn Com- 
pany, New York City; Mitchell & 
Smith, Inc., Detroit, Mich.; Moore 
Shank Company, Everett, Mass.; Nor- 
walk Tire & Rubber Company, Nor- 
walk, Conn.; F. N. Phillips Co., Inc., 
Boston, Mass.; Palatine Corp., New 
York City; Respro, Inc., Cranston, R. 
I.; Chas. I. Rockmore, Inc., Brooklyn, 

[TURN TO PAGE 44, PLEASE] 
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Heavy Registration for 
New York Show 


Boston, Mass.—Last-minute reser- 
vations are pouring in to the head- 
quarters of the Shoe Manufacturers’ 
Spring Opening which, according to 
Eugene A. Richardson, director, will 
surpass in shoe manufacturer and shoe 
puyer attendance any previous Spring 
Opening held by shoe men in New 
York. 

Two important factors that bring 
this unprecendented number of shoe 
men to New York, according to Mr. 
Richardson, are the fact that it is the 
only Eastern show held this year and 
shoe stocks are running low among the 
large volume buyers and important re- 
tailers who want the manufacturer’s 
viewpoint of what is in the making for 
early Spring. 

Over 200 hundred shoe buyers have 
already made sleeping reservations at 
the New Yorker for Oct. 18-19-20-21. 
Many of them are from the Pacific 
Coast. This show at the New Yorker 
will enable factories to start their 
Spring cutting in November, as the 
shoes they sell in October will not be 
materially different from those ordina- 
rily offered in January. 


Women’s Part in the 
War Effort 


PoRTSMOUTH, O.—Selby Shoe Com- 
pany has prepared an interesting book- 
let entitled “How Can a Lady Help to 
Win the War?” In digest form, pro- 
fusely illustrated, it explains clearly 
and concisely what war occupations 
are open to various types of women. 
The style is informal and chatty, and 
the booklet is easy to read and to 
understand. 

“Do you say, 
thusiasm, *‘I’ll do anything, ANY- 
THING,’” begins the introduction. 
“T'll drive an ambulance. I’ll learn to 
fly. I’ll work in a defense plant.” It 
continues with other typical reactions, 
and goes on to say: “Do please read 
this little booklet. It is dedicated to 
every woman who wants to help win 
the war ... to aid those who don’t 
know what to do—and to guide those 
who do know what, but don’t know 
where to go.” 

The booklet is on the company’s 
contributions to the war effort. It is 
available from Selby Shoe Company. 
Price, 5c. per copy. 


with white-hot en- 


To Make Paracinute 
Jumpers’ Boots 


Boston, Mass.—The local Quarter- 
master Corps announces that contracts 
to make 25,000 pairs of parachute 
jumpers’ boots have been awarded to 
the International Shoe Co. and General 
Shoe Corporation. Each manufacturer 
will make 12,500 pairs. 
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Promote New Leather Line 


CAMDEN, N. J.—John R. Evans & 
Company, well-known tanners of kid 
and goat leathers, announce that pro- 
duction of their new line of pig leather 


is well under way at the local tannery, 
and that satisfactory orders are being 
booked. Known as Jimmy Pig leather, 
this line marks the first departure from 
the tanning of kid and goat skins in 
the history of this 86-year-old company, 
a departure made possible some time 
ago by the acquisition of the business 
formerly conducted in Milwaukee under 
the name of the Jimmy Pig Leather 
Company. 

The quaint figure of a happy-go- 
lucky piglet is being used as part of 
the promotion planned by John R. 
Evans & Co., and Jimmy Pig now takes 
his place beside the incomparable 
Evaline, symbol of Evans kid leather, 
and the harum-scarum Brogi, equally 
effective symbol of the Evans goat leath- 
ers used in men’s footwear, and mar- 
keted under the trade name of Bro- 
gandi. 

Jimmy Pig leather is being recom- 
mended by stylists not only for casual 
and play shoe types, but for street and 
sport shoes as well. The strength and 
durability of this type of leather is 
well known, in addition to which it is 
claimed that “genuine pig is the only 
known leather having the hair cells 
penetrate right through to the flesh 
side, thus permitting a continuous cir- 
culation of air. Foot comfort and foot 
health now demand a shoe made from 
leather which will allow breathing and 
ventilation. Jimmy Pig not only an- 
swers this demand, but it is soft and 
mellow and above all is the air condi- 
tioner for happy feet.” 


Joins Jackson Store 


JONESBORO, ARK.—Dickie Falk, who 
has been connected with the Jones 
Bros. Shoe Store in Jonesboro for 
several years, has a position with the 
Princess Boot Shop of Jackson, Miss. 
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Men's Shoes 
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Efficient Stock Service . 


Inquire nude 
DOUGLAS FRANCHISE 
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Ski Boots 
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For Men and Women 


Designed by 
Swiss Ski Experts 


$285 up 
10 STYLES IN STOCK 


«© 
IMMEDIATE 
DELIVERY 


SEND FOR CATALOG 


Style 
#215 





| | THE ARNOFF SHOE CO., 101 Duane St.,.N.Y. | 
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Women's Shoes 
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K 3454 Patent-hi heel—open 
toe 


K 3455 Patent - 
heel—open toe 

K 3456 Patent-hi 
closed toe 

K 3494 Suede-hi heel—open 
toe 


continental 


heel — 


K 3495 Suede-cuban heel— 
open toe 
K 3496 Suede-hi 
closed toe 
G 3484 Green 
heel—open 
L 3484 Brown crocodile-hi 
heel—open toe 
R 3484 Red crocodile-hi heel 
open toe 
$1.90 less 5% 30 days 
Widths AA to © 
Sizes 3/2 to 10 
Extra charge on small! orders 


GROVES SHOE COMPANY 
311 West Monroe Street, Chicago, Illinois 
Write for folder 


heel — 


no Caren 
crocodile-hi 


COnctmee 
< con 




















































































This handy 


STOCK RECORD BOOK 


— and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 
stock or style number consists of: 





Sotto Black Cloth binder—11%4” x 13%” $2.50 

i aa ea 100 Daily Sales and Stock — wm 7100) 
| Lac fa Si fw lupus) | | 2) * Bae and 1 Comparison Form 10 2.50 
| 2 Inventory Pads (100 reer 2106 0.50 
= pany eae 2 Buying Order Pads (50 sheets) 2107 0.50 

a nite EEE Ea tleialileigly (or 4 of each, as preferred) 
BERRA Ome: Le $6.00 
Mkeac rhe Pitt ptf af by -tobts (West of Denver) $6.50 
(Sample sheets with guide jor use sent on request) 
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RECORDER STOCK RECORD sys? 


























(500 @ $6.25; 1000 @ $10.00) 





Sales Record Slips: Form D 


Per Pad (100 Slips) $0.25 
Refund Record Slips: Form E 

Per Pad (50 Slips) $0.15 
Customer Record Cards: Form F 

100 (Size 5” x 3”) $1.50 
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Allied Group Showing 
[CONTINUED FROM PAGE 42] 


N. Y.; Seaboard Chemical Company, 
New York City; Service Backing Corp., 
Brooklyn, N. Y.; Sterling Last Corp., 
New York City; Thos. Taylor & Sons, 
Inc., Hudson, Mass.; Tanide Products 
Co., Trenton, N. J.; United Last Com- 
pany, Boston, Mass.; Union Bay-State 
Company, Cambridge, Mass.; Alfred 
Vamos, New York City; Venus Art 
Embroidery Company, New York City; 
Waldes Koh-I-Noor, Inc., Long Island 
City, N. Y.; E. E. Weller Company, 
Providence, R. I.; Philip G. Whitman, 
Inc., New York City; Windram Mfg. 
Company, South Boston, Mass. 


Named Yowell-Drew Buyer 


DAYTONA BEACH, FLA.—Homer Gee 
has been named buyer of men’s, 
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Ceiling price carton tickets, Form G 
1%” x 3%” (gummed top) | gross $0.50 


1000 $2.50 


Shoe Carton Tickets: Form H 
1%” x 3%”, 1000 


$2.25 
5000 $10.00 


PROFIT CHARTS —2ic. each; an accurate method of 


figuring selling prices. 


Check with order, please, unless C.O.D. Shipment is 


Orders filled for any forms preferred. 


x* * * 


MERCHANTS SERVICE DEPT. 
209 S. 


State Street, Chicago, Ill. 






















women’s and children’s shoes in the 
Yowell-Drew Company Store, here. 
Mr. Gee has been assistant to Jack 
Chapman, former buyer, who resigned 
recently to take over the management 
of the Boyd Shoe Store in West Palm 
Beach. 


Joins Princess Shoe Co. 


KFENE, N. H.—A. N. Blake, for- 
merly connected with Watson Shoe 
Company and other shoe manufactur- 
ing firms, has joined Princess Shoe 
Company and will offer their line to 
department and retail stwres in the 
Atlantic Coast states, Ohio and Penn- 
sylvania. A line of play shoes has 
been added to those produced by this 
company. The factory is modern, and 
has been operated for some time by 
Luigi L. Farina, well known through- 
out the industry. 


Designer Launches New 
Shoe Fabrics 


NEw YorK.—Three new fabrics... 


one for shoe linings and two for up- 


pers ... have just been announced by 


Alfred Vamos, designer. The material 
for linings uses a mixture of cotton 
and rayon yarns and comes in the 
usual lining colors. It is water repel- 
lent on cne side and moisture ab- 
sorbent on the other. The shoe is made 
with the absorbent side next the foot. 

One of the new upper fabrics, made 
of a blend of cotton, rayon and syn- 
thetic yarns, is to be known as “Nub- 
lin.” The fabric has a smooth linen- 
like weave underlying an _ all-over 
nubby finish which gives the fabric a 
homespun look. It comes in a light 
natural color and in natura! with nubs 
in a rusty tan shade. The other upper 
fabric has ridges resembling shantung. 







Boot and Shoe Recorder 














she 
dep 
foot 
gro 
the 
loca 
it n 
feat 
stor 
T 
crea 
tect. 
woo 
The 
mid 
hols 
Sha 
eye 
seat 
thro 
E} 
four 
in tl 
bars 
sheir 
char 


year: 
of B 
cent] 
seve! 
year: 
He 
ginia 
tory 
his k 
Vived 


Sept 





Gilbert A. Starr 
Appointed Regal Ad Manager 


WHITMAN, Mass.—Gilbert A. Starr 
has joined the executive staff of the 
Regal Shoe Company as advertising 
manager. Mr. Starr has had a long 
and broad experience in advertising, 
publicity and merchandising, particu- 
larly with shoe manufacturers and re- 
tailers. 

He was formerly assistant advertis- 
ing manager with Thos. G. Plant Co., 
and was Rice & Hutchins’ advertising 
manager back in the late ’20s. He comes 
from a family of New England shoe- 
makers—in fact he has never, in all his 
advertising career, been away from 
the shoe business in one form or an- 
other. Several well-known retail shoe 
stores have had the benefit of his ex- 
perience. 

Mr. Starr’s experience includes de- 
partment stores, advertising counsel for 
a large printing concern, promotion 
manager for several years for one of 
the country’s largest newspapers, pub- 
licity director for the N.R.A. for New 
England. 


Open Women’s and 
Children’s Department 


GRAND Rapiws, Micu. — Herpol- 
sheimer’s have introduced a new shoe 


department specializing in inexpensive. 


footwear for women, children and 
growing girls. One of the features of 
the department is the fact that it is 
located on the first floor which makes 
it more accessible and is a suggestible 
feature for those passing through the 
store. 

The department was designed and 
created by Herpolsheimer’s own archi- 
tect. Cases and chairs are in natural 
wood with leather upholstery to match. 
The department is circular, and in the 
middle a semi-circle love seat is up- 
holstered in robin’s egg blue leather. 
Shadow box display cases catch the 
eye from wherever customers are 
seated. Fluorescent lighting is used 
throughout. 

Eight clerks in all are employed; 
four in the children’s section and four 
in the women’s department. Steve Ry- 
barsky, long identified with Herpol- 
sheimer’s shoe salon as buyer, also has 
charge of this new department. 


Matthew Marks 


New YorK—Matthew Marks, for 15 
years field subscription representative 
of Boor AND SHOE RECORDER, died re- 
cently in New York. He had been ill 
several months. Mr. Marks was 50 
years old at the time of his death. 

He covered the Virginia, West Vir- 
ginia, North and South Carolina terri- 
tory for the RECORDER, and maintained 
his home in Norfolk, Va. He is sur- 
vived by his widow. 
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Raise Relief Fund Quota 

New YorkK.—A goal of $25,000 was 
set as the fund raising quota for the 
shoe industry, at a meeting of the 
Army Emergency Relief Show commit- 


SAMUEL G. STAFF 


tee held at the Waldorf-Astoria, here, 
recently. Samuel G. Staff, chairman 
of the Boot and Shoe Division of this 
committee, reports that, for the first 
time in his knowledge, a quota has 
been raised by popular demand. Mr. 
Staff had originally set the quota at 
$20,000. 

Other members of the committee 
are: H. R. Adams, Arthur Adler, 
Herbert Adler, A. F. Aronson, Al 
Baris, William D. Benjes, Aaron 
Brown, Morry Delman, Ray Dovell, 
Leonard Friedman, Max Friedman, 
Andrew Geller, Manuel Gerton, Eman- 
uel Grossman, Benjamin Kellner, Ar- 
thur Livers, Ward Melville, George 
Miller, Maurice Miller, Samuel J. 
Munger, Murray M. Rosenberg, Mur- 
ray Saks, Samuel Schneider, Mac M. 
Siegel, Milton Simon, Alfred Vamos, 
Stanley Weiss. 

Ed Sullivan, Daily News columnist, 
who is responsible for the staging of 
the show and securing the talent at- 
tended the meeting, as did Danny 
Kaye, who spoke on behalf of the 
theatrical profession and explained 
their part in this _ undertaking. 
Bernard Relin, director in charge of 
the affair, Col. Clay M. Supplee and 
Col. Roan also attended. Col. Supplee 
told the group of the work of the Army 
Emergency Relief organization. 


Felser Named Buyer 


New York — Raylass Chain Stores 
announces the appointment of David 
Felser as buyer of men’s, women’s and 
children’s shoes. This organization will 
continue to see shoe lines on Wednes- 
days and Fridays from eleven until 
twelve o’clock. 
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Beuild Your 
SCHOOL-SHOE PROMOTIONS 


@ September, October and No- 
vember are the best months of 
the year to develop your chil- 
dren’s shoe business, to enlarge 
your family trade. Parents of 
active, growing children, from 
kindergarten thru high school, 
are looking for a dependable 
source of supply for well made, 
smartly styled, properly fitted 
shoes for their youngsters. 


Convince them that you are 
equipped to fit growing feet to 
protect and develop sound foot 
health, and you will attract a 
larger share of this profitable 
business. X-Ray Shoe Fitting, 
sincerely applied, is a sound 
basis on which to build a suc- 
cessful school-shoe business. 
Ask how you can make it the 
keynote of your fall promotions. 


ESL a RESETS ST TS 
No Added Investment 
Put X-Ray to work in 
your store or department 
NOW without increasing 
your capital investment. 
Buy it out-of-inventory, 
on E-x-t-e-n-d-e-d terms. 


SHOE FITTER 4c. 


NORTH PALMER STREET 
ee A 


3541 
MILWAUKEE 

















SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





XPERIENCED SHOE SALESMAN to 

cover Pennsylvania and West Virginia, 
representing manufacturer of Arch Supports 
and Foot Remedies Nationally advertised. Auto- 
mobile desirable but not necessary. Drawing 
account against commission. Specify age, ex- 
perience and education. Address #642, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 





SAL ESMAN WANTED by well established 

manufacturer making high-grade shoes for 
women; territory Middle-West; headquarters 
must be Chicago. Address B-641, Boot and 
Recorder, 140 Federal Street, Boston, 
Mass. 





ALESMAN WANTED: For Line of Women’s 

Welt Sport Oxford Moccasin type and 
Women’s Sandal to retail $2.50-$3.50 to Re 
tailers, Department Stores and Chains. Must 
be a resident of Chicago or vicinity for Illinois, 
Michigan and Ohio territory. Can carry side- 
line. Liberal commission. Address #637, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y 





HELP WANTED 








ASSISTANT MANAGER, BUYER AND 
SALESMAN 


for a position in a family shoe store located 
in Rochester, Pennsylvania. State full quali- 
fications and salary expected. 


Address: BARNETT'S BOOTERIE, 
Rochester, Pa. 














LINES WANTED 


TTENTION MANUFACTURERS: Estab- 

lished sales organization doing approxi- 
mately $1,000,000 annually, is now ready to 
handle line of popular priced Men’s, Boys’ and 
Children’s Shoes, and Women’s Playshoes. on a 
commission basis. Address #640, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





FE, XPERIENCED SHOE BUYER, WINDOW 
TRIMMER AND FAMILY SHOE 
STORE MANAGER desires change; now em- 
ployed in bonded position; non-draft; references 
furnished; family man; age 27. Address #643, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





MANAG 3ER with 15 years’ experience in Vol- 
ume Shops up to $500,000 yearly, wishes to 
make change; at present employed; draft status 
3-A; Married, two children; would like posi- 
tion in New York or Metropolitan area; knows 
popular priced Women’s Shoe Field; merchan- 
dising; windows; promotion; wants connection 
with live wire Chain. Address #638, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





WEBUY 
Entire or Surplus Whoelesale and Retail 
Stecks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cress, Nunn-Bush, Etc. 


IRVIN RUBIN 
“The House of Jobs” 
898 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 




















SHOE WOMEN WANTED 


SHOE WOMEN WANTED: Experienced in 
selling shoes in Family Shoe Store, who, 
with short training period can assume manage- 
ment of popular priced family shoe stores in 
medium size middle western towns to relieve 
men about to be called to military -service. 
Prefer women 25 to 40; thoroughly experienced 
in selling merchandise and dealing with the 
public, Splendid opportunity for capable, ener- 
getic and intelligent Women who have better 
than average ability and interest in a business 
career. Well established, thoroughly responsible 
company with clean cut personnel and manage- 
ment policies. Address #636, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York. 
eo 








AGENCY WANTED 





SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New ne 
Phone: WOrth 2-5377 and 5378 and 5378 

















SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shees retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in <a re 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references en request 

















GENCY WANTED for Playshoes. Sandals 

and Slippers by New York Shoe Sales Or- 
ganization in New York and New Jersey. Well 
connected with all leading Department and 
Chain Stores. Straight commission only 
Financial assistance possible if desired. Address 
#639, care Boot & Shoe Recorder, 100 East 
42nd Street. New York, N. Y 





CASH 


For Entire Stocks er Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa. 
Phene Lombard 2062 








HIGHL Y REGARDED SALESMAN amongst 

large users wants progressive Manufactur- 
er’s Stitchdown Line; excellent references. Ad- 
dress #644. care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





ELL KNODN SALESMAN wishes 

Slivper Manufacturer’s Line Hardsoles, 
Softsoles, Medium, Better Grades. Have large 
following Chains, Department Stores. Address 
#645, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





HELP WANTED—FEMALE 








SHOE SALES LADIES: Progressive Shoe 

organization with stores throughout the 
North Atlantic States can offer an interesting 
career to experienced Shoes Sales Ladies with 
executive ability: applications must give full in- 
formation regarding previous employment; age: 
marital status. etc., and will be treated in full 
conFdence BOX 505, 1474 BROADWAY, 
NEW YORK CITY. 








BUYERS OF 


manevecrs RERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 


BARSH & CEASAR 


19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1666 











CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
&©® Advertisements for this page must be in our New York Office on Friday of the week preceding publication “4 
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Army Buys 2,000,000 Pairs 
Of Rubber Taps 


Boston, Mass.—Twenty manufactur- 
ers recently shared in awards to manu- 
facture and deliver to the United States 
Army 2,000,000 pairs of black carbon 
rubber taps currently being used on 
service shoes. Companies receiving a 
part of this huge order are: 

Auburn Rubber Co., 37,128 pairs. 
Avon Sole Co., 60,494. Beebe Bros. 
Rubber Co., 41,884. Dryden Rubber 
Co., 72,114. Endicott-Johnson Corpo- 
ration, 240,000. Essex Rubber Co., 103,- 
359. B. F. Goodrich Rubber Co., 236,- 
292. The Goodyear Tire & Rubber Co., 
238,354. Hagerstown Rubber Co., 39,- 
228. Alfred Hale Rubber Co., 37,078. 
The Holtite Mfg. Co., 55,447. Lima 
Cord Sole & Heel Co., 38,623. Monarch 
Rubber Co., 45,189. New Jersey Rub- 
ber Co., 71,472. O’Sullivan Rubber Co., 
80,292. Panther-Panco Rubber Co., 
204,775. Plymouth Rubber Co., 115,- 
429. Quabaug Rubber Co., 43,045. 
Seiberling Rubber Co., 32,665. United 
States Rubber Co., 207,132. 

The United States Rubber Co. also 
has been awarded a contract to make 
1,200 pairs of over-the-shoe amphibian 
waders. 


Stress Necessity for 
Clearheaded Merchandising 


SCHENECTADY, N. Y.—Shoe retailers 
must carry on their customary opera- 
tions of buying shoes and selling them 
through judicious advertising through 
the travail of war, always keeping its 
uncertainties in mind, speakers empha- 
sized at the Fall meeting of the Capitol 
District Shoe Retailers’ Association, 
held here Sept. 2. They have a job to 
do, which must be in harmony with 
stirring events, but must not permit 
hysteria to prevent them from using 
their best judgment in planning for the 
future. 

John W. Mills, president of the New 
York State Shoe Retailers’ Association, 
presided in the absence of President 
Leo Thomas of Troy. Members were 
asked to observe all OPA regulations, 
working in close co-operation with their 
state association and the National Shoe 
Retailers’ Association in keeping in 
close touch with government officials. 

The following were elected officers 
of Capitol District shoe retailers for 
the coming year: President, J. Calvin 
Hand, shoe buyer for W. H. Whitney & 
Co., Albany; vice-president, Patrick 
Luci, of the Goetz Shoe Store, Amster- 
dam; treasurer, Mason W. Hall, Sche- 
nectady; secretary, Martin Lindsay, 
Cohoes. 

Speakers at the meeitng included Er- 
nest A. Beaumont, Albany; Jesse L. 
Patton, chairman of the board of the 
State association; Charles Foley, Troy; 
Harry A. Chase, Rochester, and Mr. 
Mills. 


September 12, 1942 


Hold Banquet for Employees 


FRESNO, CALIF.—A banquet was giv- 
en the employees of the Rodder Shoe 
Co. and the Vogue Shoe Co. by Abe L. 
Rodder and Sam E. Rodder, owners of 
both stores. The occasion was the 
awarding of a $100 war bond to Frank 
Mathey on his tenth anniversary with 
the Rodder organization, presentation 
being made by partner Abe Rodder. 
Toastmaster Harold Bamdell introduced 
Sam Rodder who gave Art Seward a 
handsome pen and pencil set on behalf 
of the firm, as well as cigars and sun- 
dry other gifts from the boys and girls 
in the organization. Art’s future ad- 
dress for some time to come will be 
care U. S. Army. A promise of a home- 
coming banquet to Art after he returns 
from the War was assured him by 
Harry E. Evans, West Coast repre- 
sentative for the Dr. Locke Shoe Corp., 
who attended the gathering. 


Letter Received from 
Japanese Prisoner 


Cuicaco—A letter written by Major 
Mortimer Marks, who is a prisoner of 
war in Japan, has been received by 
David A. Marks, his father, Chicago 
representative for the Craddock-Terry 
Shoe Corp., with whom Major Marks 
was formerly associated. News of the 
promotion to the rank of major for 
young Marks had come just a few days 
prior to his letter which was mailed at 
Zentsuji prison camp in Japan and 
which came to this country on the 
Gripsholm. Major Marks was captured 
last December on Guam. 

The letter reads, “This situation is 
not what we expected, but it is not as 
bad as it might be. I am in good health 
and safe from danger. Although con- 
finement is difficult, walks to the neigh- 
borhood of Zentsuji and through the 
countryside are permitted. Receiving 
ample food and, in general, living con- 
ditions are decent. If I were not here, 
I would still be in Guam. So in either 
case we would still have to undergo 
this ordeal of separation. 

“Tragedy has befallen the world, but 
out of this universal chaos, I believe 
our present predicament is as favorable 
as the horror of the times allow. Am 
limited to 350 words, so excuse cryptic 
style. 

“Construction in progress to improve 
material aspect of camp. Barracks re- 
modeled into living compartments (sev- 
en per room), mess hall, recreation 
room and lecture hall. Officers are not 
permitted to work. Men are engaged 
in a soil conservation project. 

“Two Marine orderlies and mess men 
are employed in our room. All are 
paid in accordance with international 
law. 

“Food consists of rice, vegetables and 
soybean soup. Meat, fish, salt, and 
sugar are scarce. Our own people cook. 
A post exchange is in operation. New 
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SHOULD BE WITHOUT 


THE MAJOR TWIN 
SHOE STRETCHER 


MADE IN THE U. S. A. 
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working two shoes at a time—even if they are of 
different. size and kind—it renders double duty. 
The price complete including three pairs of Right 
and Left Lasts, Vamp Easers and Bunion Irons is 
$35.00 F.0.B. Philadelphia. Weighs 60 lbs. 


Laing, Harrar and Chamberlin 
43 N. 3rd St. Philadelphia 














HOTELS 














chinaware issued recently. We were 


using old metalware. 

“Such improvements illustrate effort 
made on part of authorities to better 
living conditions. Assiduously apply- 
ing myself in learning Japanese, which 
is taught in organized classes. Study- 
ing textbook, ‘Applied Business Finan- 
ces,’ which we obtained through adver- 
tising in newspapers subscribed to. 

“Have my Bible and Science and 
Health. Photographs of you my con- 
stant companions and daily joy.” 

The letter was addressed both to his 
parents and to his wife who, with baby 
daughter, Mariana, is living with them. 
He has never seen the baby. 


Charles A. Miller 


LYNCHBURG, VA. — Charles Allison 
Miller, 65, retired tanner, died recently 
at his home, here. He was a native of 
Jersey Shore, Pa. He is survived by 
his widow, Mrs. Edith Miller, and three 
daughters. 
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“My mummy knows all 
about Dr. Posner’s shoes. 
, It's a name she really 
J trusts. (And when it 
i comes to me, she doesn’t 
take any chances.)” 


















































a 
j In Pre-Walkers: J 
Sizes 1 to . Sj / 
Cost $1.50. 2, 
k Retail $2.50. / 
" In First Step- 
, pers: 
4 Sizes o 6. | 
in AAs es | 
Retail $3.00. Stepper | 
. | 
DR. POSNER’S RITESTARTS | 
\ 1. They’re flexible—just what the 
\ doctor orders. 
. 2. They’re SUPERIOR in construc- 
tion. 
3. They’re Nationally Advertised. 
4. Our large in-stock service on chil- 
dren’s shoes means less investment 
for you—faster turnover—quicker 


profits. 
Send for the Posner package of sam- 
ple pairs of Ritestart Shoes and full 
4 information. No cost or obligation. 
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| DR. A. POSNER, SHOES, wwe. 
iP 137 Duane St., New York, N. Y 

! Pacific Coast Representative 
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THE GLASER SHOE COMPANY | 
SAN FRANCISCO, CALIF 1 





TO ADVERTISERS IN THIS ISSUE 


ARNOFF SHOE CO., INC., New York City 
BANCROFT-WALKER CO., Waltham, Mass. 

BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa. 

BELLAIRE SHOE COMPANY, Portland, Me. 

BETT SHOE COMPANY, Philadelphia, Pa. 

BRAUER BROS. SHOE CO.., St. Louis, Mo. 
BROOKS SHOE MFG. CO.., Philadelphia, Pa. 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 
CONVERSE RUBBER CO., Malden, Mass. 
DOUGLAS, W. L., SHOE CO., Brockton, Mass. 
EVANS, JOHN R., & CO., Camden, N. J. 

FIELD & FLINT CO., Brockton, Mass. 

FLORSHEIM SHOE CO., Chicago, Ill. 

GILBERT SHOE CO., THE, Thiensville, Wis. 
GOODWILL SHOE CO., Holliston, Mass. 

GREEN SHOE MFG. CO., Boston, Mass. 

GROVES SHOE COMPANY, Chicago, Ill. 

HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 
HOTEL LENNOX, St. Louis, Mo. 

HUBSCHMAN, B., & SONS, INC., Philadelphia, Pa. 
JULIAN & KOKENGE CO., THE, Columbus, O. 
KAWNEER CO., Niles, Mich. 

KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 
KIRSCH-BLACHER CO., INC., New York City 
LAING, HARRAR & CHAMBERLIN, Philadelphia, Pa. 
NASHUA SLIPPER CO., Lowell, Mass. 
NUNN-BUSH SHOE CO., Milwaukee, Wis. 

OHIO LEATHER CO., Girard, O. 

POSNER, DR. A., SHOES, INC., New York City 
ROBERTS-HART, INC., Keene, N. H. 

RUBIN, IRVIN, New York City 

UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Mass. 
UNITED STATES RUBBER CO., INC., New York City 
WEIL, M. K., SHOE CO., St. Louis, Mo. 

X-RAY SHOE FITTER CO., Milwaukee, Wis. . 
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